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“We’ve Proven It to Many— 
May We Prove It to You?” 


—_ 


c 


r \ 

\ 
= § 
eS 

a 

w\ ~ 

iy eo 

a - 
“ yf Sia 


Indicative of our desire to conscientiously 
serve our agents, is the Esprit de Corps 
existing in our agency force today. We 

have striven to act in accordance with 
sound business principles, and at the same : 
time maintain human relations with our 
agents. 
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Our agents have found The Peoples Life 
admirably situated to fill their every re- 
quirement. May we do the same for you? 
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PEOPLE’S LIFE BUILDING 


INSUERAY CE CONES] 
Chicago, Illinois 


Room 304 Peoples Life Building M. J. HIGGINS, General Agent 





























An Announcement 


Our recent acquisition of the FIRST NATIONAL LIFE INSURANCE 
COMPANY of Pierre, South Dakota, is another manifestation of our desire 
to grow and to provide agents in a larger territory with the oppor- 
tunity to affiliate themselves with the CONTINENTAL. The merger of 
these two companies will place our insurance in force above $65,000,000.00 


and our assets over $8,000,000.00. 





FINANCIAL STATEMENT 


Continental Life Insurance Company 
December 31st, 1923 
(INCLUDING CONSOLIDATION WITH FIRST NATIONAL LIFE INSURANCE COMPANY) 





ADMITTED ASSETS LIABILITIES 
Mortgage Loans (First Liens)......... $4,934,366.56 Legal Reserves on policies............. $6,921,575.18 
Real Estate (market value)............ 277,166.24 Investment Reserve Fund ............. 20,000.00 
Bonds, Stocks, Warrants, Collateral Present Value Suppl. Cont’s........... 11,953. 
DE ct dundee s Anede wh aes 0 333,156.07 Dividends and Coupons left with Com- 
Loans to Policy Holders and Premium i Mincsnchepunened cides she xees 78,039.59 
Rh eer eee ree 1,644,618.79 Policy Claims awaiting proofs......... 14,235.00 
Cash in Banks at interest.............. 302,367.18 Claims in process of adjustment........ 18,852.80 
Cash in Banks not at interest........... 7,592.97 Prems. and Int. paid in advance........ 56,050.15 
Interest due and accrued on investments 288,133.26 RY I occ awicndavevuuweene 49,200.00 
Net Uncollected and Deferred Premiums 247,952.35 Accrued items not yet due............. 17,541.43 
Due from other Companies for Reinsur- ee o's. cs as oe ace seeekads 140,177.00 
DEP it dhawcadesswaeeeaenirevke xe 9,585.50 eG eee $490,000.00 
Surplus Apportioned and Un- 
$8,044,938.92 apportioned ........... 227,314.77 


717,314.77 








$8,044,938.92 





$65,000,000.00 
18,000,000.00 
5,250,000.00 


Insurance in force, exclusive of Accident Department, over 
Additional accidental Death Benefits on Life Policies, over 
State Deposits for Protection of Policy Holders, over - - - - 
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COMPANIES HELD BACK 
BY STRINGENT PLAN 


If Expense Provision Is Liberal- 
ized Some Offices Will Be 
Much Benefited 


MORE ASSISTANCE NEEDED 





Will Enable the Manhattan Life and the 
Security Mutual to Take Care 
of Employes 


NEW YORK, Apr. 15.—In his pre- 
liminary report for the New York insur- 
ance department, Superintendent Stod- 
dard recommended a relaxation of the 
provisions of the insurance law limiting 
the total expenses, in the case of smaller 
companies. This recommendation ap- 
plies only to the total expense limitation 
and not to the acquisition expense. 


Needed by Two Companies 


This relaxation is much needed by 
two companies domiciled in New York 
state. Perhaps it means little to any 
of the others. These two companies are 
the Manhattan Life of New York and 
the Security Mutual Life of Bingham- 
ton. These are the only two participat- 
ing companies that have not grown be- 
yond the point where they need this 
encouragement. The United States Life 
is a non-participating company and does 
not labor under the total expense re- 
striction that applies to the participating 
companies. Mr. Stoddard has not rec- 
ommended any easing up on the acqui- 
sition cost limitation which is another 
important restriction as far as the small 
companies are concerned. 


Salaries to Employes 


The companies mentioned have been 
up against it to a great extent on ac- 
count of this limitation. Although mak- 
ing nice increases in surplus annually 
they have been unable to increase their 
home office expenses beyond a minimum 
and they have been unable to pay sal- 
aries demanded by their clerical help 
and to meet the rising cost of supplies. 
In 1920 one of these companies reports 
that 60 percent of its clerical force re- 
signed to go to more paying positions. 
Many of them received double the pay 
in their new jobs that they received with 
the life insurance company. Although 
the company was having good experi- 
ence and putting away surplus, it was 
unable to raise the salaries of these peo- 
ple because of the expense limitations 
under the New York law. 


Can Increase the Business 


These companies could handle a much 
larger volume of business without in- 
creasing their office forces to any con- 
siderable extent, but could not cut down 
the number of employes without crip- 
pling the organization. Not only in 
the matter of clerical expense but in 
supplies, has the restriction hit these 
companies. Paper and all other supplies 





IMPORTANT DECISION 


CANCELLATION SUIT UPHELD 





Companies Take Initiative When Bene- 
ficiary Delays in Order to Revoke 
Incontestable Clause 


The Equitable Life of New York and 
the Jefferson Standard of Greensboro, 
N. C., are entitled to annul three poli- 
cies of insurance for $5,000 each issued 
on the life of Joseph S. Keeton of Hen- 
rico county, Va., in the spring of 1921. 
Such is the decision of the United 
States district court at Richmond. The 
companies sued for cancellation of the 
policies, charging that Keeton when he 
applied for the insurance concealed_the 
fact that he had been under treatment 
for many months for chronic rheuma- 
tism. Keeton died several months after 
issuance of the insurance. 

The widow, who was beneficiary in all 
three policies, did not press a claim for 
settlement after her husband’s death 
When several months elapsed without 
her doing so, the companies sued for 
cancellation of the policies, explaining 
that they took this step because they 
had become convinced that the bene- 
ficiary, on advice of counsel, had deter- 
mined to wait for the lapse of a year 
from the date of issuance of the policies, 
to take advantage of the incontestable 
clauses. The district court first held 
that the companies could not maintain 
such an action, but the circuit court, 
hearing the case on appeal, decided 
otherwise. 


have gone up enormously since the war. 
Rents for agencies are another factor. 

Companies in New York state that 
have not grown beyond the point where 
loading is sufficient to pay overhead are 
also very much restricted on account of 
the expense limitation on acquisition 
cost. The result of this restriction is to 
keep such a company small and so that 
it cannot grow beyond the point where 
the restriction on the total expense is 
an immense handicap. These companies 
can continue to make slow progress with 
their present acquisition expenses pro- 
vided they are not too strictly limited 
on the matter of total expense. 


National Life Plans Conventions 


The National Life of Vermont has 
drawn up its schedule of regional agency 
meetings for the $200,000 and $100,000 
Clubs, selecting choice vacation spots in 
the four regional sections into which 
the agencies are grouped. Club mem- 
bers in the southern region will meet 
at Kenilworth Inn, Biltmore, N. C., on 
Aug. 26-27. The northern region meet- 
ing will be at Mount Royal hotel in 


Montreal, Sept. 5-6. The midwestern 
meeting will be at Radison Inn near 
Minneapolis, Minn., Sept. 12-13. The 


western section will hold its convention 
at Hotel Utah, Salt Lake City, Sept. 
19-20. The company reports that club 
memberships are increasing rapidly and 
that the district meetings will see a 
new record of enrollment. There is an 
increase of 100 percent or more in the 
enrollment of the clubs. 





COMMISSIONERS MEET 
HOLD SESSION AT PINEHURST 


Smith of Wisconsin Creates Only Stir 
With Resolution on Total 
Disability Provision 


PINEHURST, N. C., Apr. 15.—Life 
insurance did not come in for much dis- 
cussion at the spring meeting of the 
Insurance Commissioners Convention 
being held here H. QO. Fishback of 
Washington State presided. Col. Wal- 
ker Taylor, local agent at Wilmington, 


N. C., extended the welcome. Presi- 
dent Fishback is a man of massive phy- 
sical proportions. Col. Taylor also 
bulks large. The two stood together 


and the former remarked “Here we are, 
two small boys together”. Superintend- 
ent Harry L. Conn of Ohio, one of the 
able men of the convention, responded. 
Col. Taylor stated that 99 percent of the 
population of this state is native born. 


Smith's Disability Resolution 


The only ripple on the placid sea was 
the introduction of a resolution by Com- 
missioner W. Stanley Smith ef Wiscon- 
sin seeking to restrict life companies to 
a stricter observance of the total and 
permanent disability provision. The 
tendency of the times, he said, is for 
the life companies to encroach on the 
health and accident insurance preserves 
He declared the two classes should be 
kept separate and distinct. The life 
companies, he contended, are paying 
total temporary benefits. The original 
plan of the clause, he asserted, was 
right. Competition has led to greater 
liberality. Agents are misrepresenting 
the feature. Many people feel they are 
buying accident and health insurance. 
He insists that this clause be kept 
within true life insurance bounds. 

Mr. Conn of Ohio, chairman of the 
laws committee, said that a copy of 
Commissioner Smith’s recommendations 
as to total and permanent disabil- 
ity would be sent to all members and 
to any company or person that desired 
a copy. He asked that briefs be sent 
to the committee. 

A number of North Carolina com- 
pany officials were present, including 
President Julian Price, Treasurer C. W. 
Gold, General Counsel A. L. Brooks and 
Chairman of the Board J. E. Latham 
of the Jefferson Standard Life, Presi- 
dent H. R. Bush of the Dixie Fire, Sec- 
retary C. A. Mebane of the McAllister 
group of fire companies and the Pilot 
Life. 

The usual lobby of life and casualty 
officials is on hand The Western 
Union, the big western fire insurance 
company organization, is meeting here 
which brought a large number of offi- 
cials from various sections. The com- 
missioners were taken to Camp Bragg 
Wednesday to be the guests of General 
Boley there. They attended the big 
polo match Monday afternoon. Stacey 
W. Wade, North Carolina commissioner, 
is the official host. 

Commissioner McCullough of Penn- 
sylvania introduced a resolution provid- 
ing that the laws and legislation com- 
mission consider and report back to the 
convention a practical method of pre- 
venting double taxation on insurance 

(CONTINUED ON PAGE 28) 





INTEREST IN QUESTION 
OF PART TIME AGENT 


Life 
Causes Comment Among 


Advertisement of Illinois 


Life Underwriters 


MANY SPEAK IN DEFENSE 


See Place for “Legitimate” Part-Timer, 
Though Entirely Banned in 
Some Offices 


Interest in the question of the “part- 


timer” in life insurance has been re- 
awakened with the recent display adver- 
Life in defense 


The part-time life in- 


tisement of the Illinois 
of the 


Surance 


part-timer. 

man has been the subject of 
many debates in associations and gath- 
erings of life underwriters, but it has 
not been taken up heretofore as a 
company issue, with a direct appeal ex- 
tended to part-timers through the ad- 
vertising columns of the insurance press. 
The Illinois Life has stated its position 
in very plain language and this openly 
expressed view has caused much com- 
ment among lite underwriters. The 
manner in which the company has de- 
fended the “legitimate” part-timer and 
not all part-timers has met with very 
extensive approval, even in many offices 
where the part-timer is officially banned. 
Carried Strong Ad 


The advertisement which the Illinois 
Life carried last week read as follows: 
“To part-time life insurance men—If 
you have any self respect, or if lacking 
in that, any appreciation of the fitness 
of things, there are certain life insur- 
ance companies which you should not 
represent because of the harsh criticism 
of part-time men which has either 
emanated from their home offices or 
have gone unchallenged by them when 
their branch managers or general agents 
have publicly condemned you as para- 
sites, blisters and ignoble ignoramuses. 

“The Illinois Life Insurance Company 
is not only the sponsor but encourages 
the employment of part-time men. At 
the 1921 meeting of the American Life 
convention, the chief agency officer of 
this company delivered an address on 
‘The part-time agent and his place in 
our business.’ 

“If you are a part-time life insurance 
man you should secure a copy of that 
address because you will have more re- 
spect for yourself after reading it 

“We offer full time opportunities to 
the legitimate part-time men. By legiti- 
mate part-time men we mean men who 
honestly create and close business, the 
compensation paid for which is received 
by and retained by them.” 


Is Limited Endorsement 


This is not an endorsement of all part- 
timers. As the agency officer of the 
company recently stated, there are many 
“spotters”, men who have taken out 
licenses and made connections with life 
insurance companies merely for the 
writing of one or two policies. There 
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are some men who are in the life insur- 
ance business merely to pick up what 
comes their way from friends and ac- 
quaintances, after the interest has been 
aroused by a full-fledged life under- 
writer. These are what the Illinois Life 
would call parasites in the life insurance 
business. In comparison with this type, 
there is the so-called “legitimate” part- 
timer who makes a definite attempt to 
secure life insurance business. They 
are, as the name would suggest, part- 
time solicitors. They spend some part 
of their regular work days in seeking 
new life insurance, from new prospects. 
Entirely Banned Seme Places 


There are some offices that have abso- 
lutely banned the part-timer. They will 
not employ a man who does not devote 
his entire time to life insurance solicita- 
tion. One agency manager, who is now 
on this basis, although formerly employ- 
ing many part-timers in his agency, said 
that the experience of over a decade as 
an agency manager had taught him that 
the part-timer is a costly investment for 
any agency manager. He said that the 
percentage that developed into full time 
producers, men who pay for their train- 
ing, is so small as to make the initial 
investment unwarranted. Not only is 
the part-time system costly from this 
standpoint, but from the effect on the 
morale of the entire agency force. Man- 
agers believe that many of the produc- 
tion slumps in his office could be ac- 
counted for by the effect on the leading 
producers of numerous unsatisfied part- 
timers in the office. Their interests are 
not wholly in the life insurance busi- 
ness. It is merely a minor side line and 
a means of adding a few dollars to the 
monthly pay check. Furthermore they 
are not fully sold on the merits of life 
insurance or they would at least make a 
strong attempt to get into the business 
on a full time basis. 


Field Conditions Differ 


The character of the field covered by 
the agency has a large part to play in 
the viewpoints of the agency manager 
according to several who have com- 
mented on this question. They state 
that the metropolitan manager cannot 
view the problem in the same light as 
the small town manager and he in turn 
takes a different slant on this question 
from that of the man with a country 
territory. One agency manager, who 1s 
opposed to the part-timer and yet who 
has several in his office, said “I am not 
in favor of the part-time life insurance 
man and yet you will find several in 
my own office. Such men cannot be 
entirely eliminated. There are count- 
less prospective agents who cannot 
launch themselves into the life insur- 
ance business on a whole time basis at 
the outset, because of peculiar circum- 
stances, and life insurance companies 
would be losing some excellent field 
producers should they ban all such men 
from their ranks. If a man is sufti- 
ciently sold on the life insurance busi- 
ness to wish to develop selling ability 
along that line, he should be encouraged. 
If, of course, he frankly admitted that 
he had no intention of becoming a full 
time agent in the future, that would be 
a different proposition. Some of the 
largest personal producers in the coun- 
try were at one time part-timers.” 

See Place for Part-Timer 


Another agency manager said that the 
part-timer was an essential to a man 
whose territory covered country towus 
and farming districts. There are many 
communities where a full time life in- 
surance man could not afford to devote 
his entire time to the business. Men 
of local influence, who encounter the 
insurance needs of the community are 
the logical candidates for insurance con- 
tracts in these small communities. For 
this reason the country banker, post- 
master or merchant must be called upon 
to operate as a part-timer for the insur- 
ance company. 

Likewise, in the large cities, where 
brokerage business has been developed 
on a large scale, the part-timer is more 
often found than in the average city. 


Whether this type of part-timer is es- 











RESERVES, SURRENDERS AND POLICY LOANS 


Comment on These Life Insurance Factors by Prominent Life 
Insurance Attorney 


By THOMAS W. 








BLACKBURN 








Counsel, American Life Convention 


HE reserves of life insurance poli- 

cies are maintained by the premi- 

ums paid by the _ policyholders. 
These reserves earn a fixed annual rate 
of interest, compounded annually. The 
net premium is the portion of the de- 
posit made annually by the policyholder 
which is added to the reserve of his 
policy. The net premiums increased 
by the stipulated interest accumula- 
tions constitute the reserves of the 
company. From the reserves the com- 
pany makes loans to policyholders and 
from these same reserves it pays cash 
surrenders. From the reserves, all pol- 
icy liabilities of the company are paid 
including endowments and payments to 
beneficiaries. 


Shows Importance of Reserves 


The importance of the reserves can 
be readily understood from these facts. 
When the reserves of a company be- 
come impaired the company is insolv- 
ent. Every incident of a company’s 
life is directed toward creating and 
maintaining its reserves. Every invest- 
ment it makes must be well considered 
because its reserves are the larger part 
of its invested assets. Every policy sold 
must be sold at a premium which will 
produce that policy’s share of the re- 
serves in addition to its contribution to 
expense. 

The reserve is a first lien upon every 
form of asset possessed by the com- 
pany. It is an item of the assets whose 
integrity must be beyond question. The 
reserve is the life blood of the company. 
It is called legal reserve because the 
laws of the states and the terms of the 
policy contract specify exactly what it 
must be year by year in dollars and 
cents. 

Constitutes “Old Line” 


A policy which is issued on the legal 
reserve basis, whether term, whole life, 
limited payment or endowment is popu- 
larly called an “old line” policy. 

Old line or legal reserve life insur- 
ance companies are required by law to 
maintain reserves based upon the 
American Experience Tables of Mor- 
tality or their equivalents. 

It is this actuarial method of calcu- 
lating and maintaining reserves which 
distinguishes the legal reserve compa- 
nies from other institutions, which offer 
term insurance at term rates on some 
form of mathematical computation con- 
templating the receipt of mortality cost 
estimated or actual. These institutions 
do not create reserves from which cash 
surrenders may be secured, extended in- 
surance allowed or paid-up policies is- 
sued. They have no principle of non- 
forfeiture or plan for carrying on life 


sential or not meets with different opin- 
ions in different offices, but it is gener- 
ally conceded that he is less essential in 
these communities than in a small town. 
The insurance broker is not a_part- 
timer and life underwriters do not feel 
that there is any call for men in other 
lines of business in a large city to enter 
the life insurance field, which is already 
well filled with full time life underwrit- 
ers and general insurance brokers. In 
these cities, where competition is keen, 
the life underwriter is constantly losing 
business to these part-timers although 
the sales in question might have been 
entirely developed through the efforts of 
the ful! time agent. Many agents cite 
cases where they have had a prospect 
sold on the proposition only to have 
the application go to some friend or rel- 
ative of the prospect. Of course, such 
cases might work both ways, but it is 
pointed out that such is seldom the case. 
Full time men are all working together 
and each may aid the development of 
business for the other, but in the case 
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insurance beyond the due date of any 
delinquent premium. 
System Is Time-Tested 


The old line or legal reserve system 
of life insurance is time tested, fully 
tried and has never been found want- 
ing. Attempts at building life insurance 
companies without maintaining ade- 
quate reserves have thus far failed and 
must in the future be uncertain and dis- 
appointing to policyholders and com- 
panies. 

The one safe life insurance, meeting 
every human contingency as no other 
commercial investment can, adapting it- 
self to the vicissitudes of life, in health 
or in sickness, in good times and in 
hard times, and protecting the depend- 
ents against death, that most definite 
of human hazards, and delinquency, the 
most common of human faults, is old 
line legal reserve life insurance. 

Hence a legal reserve life insurance 
policy the third year carries a reserve 
value, which is increased annually and 
may be applied on future premium pay- 
ments, may be borrowed from the com- 
pany by the policyholder, or may be 
converted into cash by surrender of the 
policy. 

Loan, Surrender Values 


The loan value of a policy is that por- 
tion of the reserve which, under the 
contract of insurance, is available to the 
policyholder as a loan, the policy being 
the collateral security. 

The cash value or surrender value of 
a policy is the sum available under the 
terms of the policy in cash which the 
policyholder may withdraw from the 
company by surrendering and cancel- 
ing the policy. 

The amounts available are mathemat- 
ically certain. They are usually set 
forth year by year in the policy for the 
first twenty years. The _ policholder 
may learn by inquiry at the home of- 
fice of the company the amounts of 
these values at any given date. 

Policyholders should not surrender 
their policies or borrow the loan value 
excepting under conditions which make 
it most necessary. A husband should 
not borrow from his widow and a father 
should hesitate to impair the estate of 
orphan children. 

Can Avoid Sacrifices 


Nevertheless, there are times when 
by utilizing the value of a life insur- 
ance policy, financial sacrifices may be 
avoided. It is under these exceptional 
conditions that the beneficence of life 
insurance is appreciated. Many a man 
has been saved from bankruptcy by a 
policy loan and many a country bank is 
solvent today because its borrowing 


of the part-timer his interests are only 
on his own commission check and not 
in the development of new business. 


Get Many New Prospects 


The chief place wherein the part-timer 
fits into the general life insurance pro- 
gram is, according to one agency execu- 
tive, in the sale of small policies. The 
full time agent is, of course, seeking all 
sizes of policies, large and small, but his 
efforts are particularly directed towards 
the larger contracts. The “small fry” 
who offer only $1,000 or $2,000 applica- 
tions are not sought out by many life 
underwriters. Many convention § ad- 
dresses on life insurance salesmanship 
suggest that the life underwriter drop 
from his prospect list all such “small 
fry” and concentrate on those men who 
are able to purchase the larger policies. 
For this reason the part-timer, who is 
more in a position to meet applicants 
for small policies, writes a large volume 
of business that would otherwise not be 
written, 





customers had life insurance policies 
with legal reserve values. 

The policyholder should. not “cash 
in” his policy. The loan value is al- 
ways equal to or larger than the sur- 
render value. When he must resort to 
his life insurance for cash to meet a 
pressing commercial obligation he 
should borrow on the policy—not sur- 
render it. 

Should Repay Loans 


‘Having borrowed, he should as 
promptly as possible repay the loan. 
By doing this he is paying himself. If 
a man has money in two banks and 
checks against one bank to deposit in 
the other he is merely conveying his 
money from one of his pockets to the 
other. So when a man checks against 
his bank account for money to pay a 
loan on his policy he is merely trans- 
ferring the sum checked out of the 
bank to another depository. He has 
simply taken the sum of money out of 
his left pocket and placed it in the 
right pocket—right in both senses of 
the word. 

Should death occur while a policy 
loan is unpaid, the company deducts the 
indebtedness from the amount paid to 
the beneficiary. Should death occur 
after the cash surrender has been taken, 
the company’s obligation having been 
released, the beneficiary receives noth- 
ing. 

Policies Not Voided 

Furthermore, so long as there re- 
mains any reserve in the hands of the 
company, failure to repay a loan does 
not void the policy. 

Many companies issue policies with 
a loan privilege available, either by elec- 
tion or automatically, under the terms 
of which failure to pay a premium on 
its due date, does not lapse the policy, 
but the reserve value is converted into 
a policy loan which carries the policy 
for a period certain. Generally under a 
policy loan, a notice must be given the 
policyholder before his policy can be 
forfeited for non-payment of the loan. 

Are Important Privileges 


These important privileges are not to 
be lightly considered. No bank of any 
character will afford its customers the 
privileges which a life insurance policy- 
holder enjoys. Few banks will pay in- 
terest upon deposits which are subject 
to check. Where by reason of the 
large daily balances interest is allowed, 
the rate is usually as low as 2 percent. 
What bank will permit a depositor to 
withdraw money represented in a time 
certificate of deposit without penalizing 
the depositor? What bank will agree 
with a depositor that if he will deposit 
3 to 5 percent of a given sum annually 
it will pay his widow the principal sum 
in full immediately without discount, 
debate or delay? What bank would 
permit that same depositor to withdraw 
his deposit any time after three years 
and agree to pay the widow a sum far 
exceeding his withdrawn balance, de- 
ducting only the sum withdrawn and 
interest? 

Should Prevent Lapses 


The moral of this tale is—never per- 
mit a legal reserve life insurance policy 
to lapse, be forfeited for nonpayment 
of premium or surrendered for a tempo- 
rary cash benefit. Carry all life insur- 
ance to maturity. Regard it as a sacred 
fund—an estate created for the future 
and refuse to switch from one com- 
pany to another or to destroy the es- 
tate any time. 

The agent of any life insurance com- 
pany in which a policy is carried will 
cheerfully explain all its privileges and 
conditions, and can readily secure from 
his company the answer to any inquiry 
he is unable to answer himself. 


A. L. Clifford and H. C. Sandridge 


A. L. Clifford and H. C. Sandridge, 
both of Columbus, O., have been ap- 
pointed district agents in that territory 
tor the Northwestern Life of Omaha. 
30th men have been connected with 
the Ohio National for a number of years. 
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NO FIELD IS SEEN FOR 
JUMBO ACCIDENT LINE 





Underwriting Conditions Make the 
Securing of $1,000,000 Policies 
Impossible 


RISK CALLED UNINSURABLE 





Accident Men Believe Such a Case Calls 
for Life Insurance, Rather Than 
Accident 





The request for $1,000,000 accident 
insurance on a single life, reported from 
New York last week, and the difficulties 
encountered in obtaining such protec- 
tion, demonstrates clearly the fundamen- 
tal differences in accident and health un- 
derwriting and the underwriting of life 
insurance. The request for this jumbo 
policy was made by Frank A. Vanderlip, 
former president of the National City 
Bank of New York and now head of a 
private investigation bureau in Wash- 
ington. Mr. Vanderlip is seeking 
$1,000,000 accident insurance, covering 
death and dismemberment only. He 
has made application to ~any Baltimore 
and New York offices in his search for 
the desired protection. It is reported 
that thus far he has obtained $350,000, 
in which 12 companies will participate. 
Several prominent accident underwriters 
have stated, however, that they believe 
that will be practically the limit Mr. 
Vanderlip will be able to secure. They 
do not believe it will be possible for 
him to reach the $1,000,000 mark and 
state that they think such a proposition 
would not even be considered by the 
careful underwriter. 


Seen As Unjustified 


While the demand for $1,000,000 acci- 
dent protection is new to accident un- 
derwriters, large policies have been sold 
in the past. Coverage has been granted 
up to $350,000 in the past, this taxing 
the limits of practically all accident 
companies, Accident underwriters, how- 
ever, see no basis for such a policy, 
or policies, as would be necessitated in 
this case. They do not believe that it 
is an insurable risk. A man who took 
out a $1,000,000 accident policy would 
be selecting his mode of death. If he 
is worth that much through accidental 
death he is certainly worth the same 
amount under anv other mode of death. 
Of course, disabilty coverage would 
not be granted in such a case, in propor- 
tion to the death benefit, but even the 
death benefit of such a huge amount is 
not justified, in the minds of several 
prominent accident underwriters who 
have spoken on this matter. 


Underwriting Handicaps 


However, the handicap that a pros- 
pect for $1,000,000 accident insurance 
would meet would come from the fun- 
damental underwriti- conditions more 
than from the vie wpoints of the under- 
writers individually. It is not possible 
under present conditions for a man to 
secure such a contract. The great ma- 
jority of accident companies limit the 
death benefit to $10,000 or possibly 
$15,000. Several would write a man for 
$20,000, but above that figure there are 
comparatively few companies available. 
Were all of the accident insurance com- 
panies called into the deal, it is doubted 
if a figure in excess of $500,000 could be 
reached. In addition, there is some 
doubt as to whether the companies 
would care to participate even to their 
customary limit, if they understood that 
the man was taking out such a tremend- 
ous amount of this particular coverage 
Regardless of the character of a man, 
there is a moral hazard that enters into 
such a risk. As for the policyholder, 
it would be necessary for him to take 





LIFE INSURANCE 


PRAISES TRUST PLAN 


LINTON URGES COOPERATION 


Vice-President of Provident Mutual in 
Baltimore Address Tells of Serv- 
ice It Can Render 


M. Albert Linton, vice-president of 
the Provident Mutual Life, speaking be- 
fore the Maryland Life Underwriters’ 
Association at Baltimore last week, ad- 
vised all persons carrying $25,000 or 
more life insurance to investigate the 
services that can be rendered by the 
modern trust companies. In part, he 
said: 

“The fact that the trust company can 
exercise discretion in the handling of 
the funds, whereas the insurance com- 
pany can not, is exceedingly important 
when the contingencies to be covered 
are complicated or remote. Also when 
there are large amounts of insurance 
policies in which several companies are 
likely to be involved. By utilizing the 
insurance trust plan all of these policies 
may be brought together and handled 
as a unit. 

Two Methods Avatilable 


“Generally speaking, there are two 
ways in which the insurance proceeds 
may come into the hands of the trust 
company. One is by making the pro- 
ceeds payable to the executors, admin- 
istrators or assigns of the insured amd 
then having the proceeds administered 
by the trust company under the terms 
of the insured’s will. The other is by 
having the proceeds made payable to 
the trust company by the terms of the 
policy, using either the beneficiary 
clause or an assignment form, accom- 
panied by a deed of trust which sets 
forth the manner in which the insur- 
ance proceeds shall be handled. 

“The result of this cooperation should 
be an increase in business for both the 
life insurance companies and the trust 
companies, Service well rendered brings 
its own reward. The insurance solicitor 
who is in position to advise intelligently 
and to assist in making the trust com- 
pany connection is more likely to get 
the business than his less wideawake 
brother. He may also arouse a greater 
interest in insurance and thereby obtain 
business that could not have been writ- 
ten with less up-to-date methods.’ 


57 varieties of policy forms in order to 
obtain this protection, as accident insur- 
ance does not permit of the reinsuranc: 
facilities that are found in life insurance, 
If a man wants a $1,000,000 life insur- 
ance policy, he can obtain it from any 
one company in a single policy, the 
other life insurance soukeeinoe of the 
country participating through a reinsur- 
ance agreement. In the case of accident 
insurance, the prospect must take indi 
vidual policies from each comnany and 
each company must be approached indi- 
vidually. It requires great effort on the 
part of the prospect’s representative, 
which is not worth while, as the prem- 
ium involved for this useless contract is 
not of sufficient value to warrant the 
time spent. When the premium is, say 
$2 or $3 per $1,000, the agent who finds 
it necessary to comb the entire country 
for the policies to make up this deal, 
would be required to devote a great 
amount of time to a small return. 
Opposed by Accident Men 


This disapproval of jumbo accident 
policies and statements that there is no 
justification for $1,000,000 accident con- 
tracts come from the accident under- 
writers themselves and not from life in- 
surance men Should the life under- 
writer be the one to raise his voice in 
protest, it would be considered a mat- 
ter of competition. It would appear 
that the life underwriter wanted this 
man to take out life insurance instead 
of accident insurance. However, when 
the accident underwriters and accident 
insurance company officials state that 
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POLICY LEGALITY UP 





COMMISSIONERS DISCUSS IT 


Much Comment at Pinehurst Meeting 
on Issue of Newspaper Accident 
and Health Forms 


PINEHURST, N. C., April 15.—The 
Insurance Commissioners Convention at 
its meeting here discussed policies sold 
in connection with newspaper subscrip- 
tions and referred the question to the 
as and legislation committee of which 
H. L. Conn of Ohio is chairman, Com- 
missioner Button of Virginia said the 
Gem City Life of Dayton, O., had ap- 
plied for admission to his state. It ar- 
ranges with newspapers to market $500 
life policies to subscribers at low rate 
on the group plan, with a medical cer- 
tificate signed by the applicant. rhe 
Gem City Life is offering such policies 
in a number of cities. Commissioner 
McMahan, South Carolina, said the 
North American Accident was selling 
policies to newspapers subscribers at a 
nominal premium. The practice, he said, 
discredits standard ‘rel nowesen 


Much Comment on Question 


Commissioner Caldwell of Tennessee 
said he had refused to approve such 
policies. He claimed the practice is dis- 
criminating. Mr. Conn of Ohio said the 
newspaper subscriber pays a_ small 
amount for the Gem City Life insu 
ance. The insurance benefit itself is 
small. There is no law against it. He 
thinks it is good advertising for the — 
ness. Deputy Couden of Maryland said 
the Inter Ocean Casualty has a contract 
with some papers in his state to issue 
policies to subscribers. He asked 
eer well a newspaper can market such 
policies and not act as agent. Mr. But 
ton of Virginia said he had outlawed 
such policies in his state. They are in- 
tended to deceive the people, he said, 
and they are the cut throat brand. 

Discuss Legality of Policy 


Commissioner Julian of Alabama said 
the laws do not prohibit such policies 
He said the Gem City issued a group 
policy to a newspaper. Each subscriber 
gets a $500 policy. At first it provided 
the policy expired if the holder ceased 
to be a subscriber to the paper. Mr. 
Julian held this was not legal and that 
it was provided the policyholder could 
continue the policy evne if he stopped 
his subscription by paying 15 or 20 
cents a week. rhe newspaper does not 
act as agent. The regular agents secure 
the policies and deliver them. Mr. Fish- 
back of Washington said he had refused 
to approve these so-called newspaper 
accident and health policies. 


there is no justification for a $1,000,000 
accident policy and that this man should 
be in the market for a good size life in 
surance policy, it appears that the propo- 
sition is fundamentally wrong trom an 
underwriting viewpoint It is under 
stood that Mr. Vanderlip is still in the 
market for the balance of his huge con 
tract and for this reason casualty un- 
derwriters are watching with interest 
the developments on this case, though 
thev do not believe he will be able to 
reach his desired figure. 


Northwestern Mutual’s Big Gain 


An increase of more than 12 percent 
in the amount of insurance issued by 
the Northwestern Mutual Life for the 
first three months of 1924 over the sim- 
ilar period of 1923 is reported by Presi- 
dent Van Dyke. The 1924 first quarter 
paid-for business amounting to $98,583 
525, compared with $90,265,556 for the 
corresponding period of last vear. 

Death claims, matured endowments 
and other payments to policyholders ag- 
gregated $17,055,000, an increase of 
$2,060,000 over the like period of 1923 
Dividends to policyholders exceeded 
$5,500,000, an increase of $986,300 over 
the like period of the preceding year. 





IMPORTANT PRECEDENT 
ESTABLISHED BY COURT 





Louisiana Supreme Court Rules 
on Case of Insurance 
“Counsellor” 


ASSOCIATION IS UPHELD 


Companies and Agents Held Within 
Rights in Defending Against 
Such Competition 


Valuable precedent for the handling 
of litigation brought by life insurance 
“advisors” was established in the deci- 
sion of the supreme court of Louisiana 
which has held that the life underwrit- 
ers were justified in their action in meet- 


ing the competition ol advisors This 


may have a marked effect on the famous 
Chicago case, which is now awaiting ap- 
eal in the Illinois courts and action on 
which is very uncertain at this time. 


It is reported that those who have 


brought suit against the life companies 
and Chicago life underwriters are at this 
time considering the advisability ot 
dropping the case altogether. though 
this is denied by their counsel. The de- 
cision of the Louisiana supreme court, 
which sets forth in very clear language 
the criticism of the “advisor,” may tend 
to discourage the Chicago complainants 
from pressing their case further 
Loulsiana Association Sued 


The Louisiana case arose over the hot 
competition that developed in New Or- 
leans when Ira J. McGee established an 
office as a life insurance “actuary.” The 
Life Underwriters Association of Louis- 
iana. when the matter was brought to 
its attention, adopted a resolution call- 
ing upon all hie imsurance companies 
and general agents to decline to do fu- 
ture business with McGee. Display ads 
were carried in the public press, warn- 
ing of the activities of such men. As 
a result of the campaign the three com- 
panies with whom McGee held contract 
cancelled these contracts and a dam- 
age suit for $378,500 resulted. 

Court Holds for Association 


Che opinion of the Louisiana supreme 
court. defending the companies and 
agents in their actions and following 
very closely the defense pre sented in 
the Chicago case, is as follows 

“It will be recalled that although the 
plaintiff had obtained contracts from 
three insurance companies as agent and 
solicitor for life insurance, his princi- 
pal and doubtless most lucrative field 
of endeavor was among those already 
insured with the defendant companies. 

; To this end and in support of 
his scheme, he accused the insurance 
companies of having, in their own in- 
terest and to protect the interest of 
their agents and solicitors, made use of 
such technical language in the policy 
contracts, that an ordinary individual 
was not able to understand and compre- 
hend his rights under the option and 
privilege supposed to be granted in the 
policy. In other words, the plain impu- 
tation, according to the plaintiff's own 
judicial confession, was that the insur- 
ance companies had deliberately, pur- 
posely and advisedly so concealed the 
option and privilege, that none but an 
expert like the plaintiff, with a ripe 
experience and study of such matters, 
could advise the policy holders of the 
true intent and meaning of the contract. 

Was Serious Charge 

“This was unquestionably a grave 
and serious charge against the insur- 
ance companies. A charge which af- 
fected the integrity and fair dealing of 
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New Policies 
New and appealing line of 
policies being written. 
Rates exceptionally attrac- 


Unusual contracts to agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlington, Iowa 
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ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


343 S. Dearborn St. 
Harrison 3384 


Telephone 
CHICAGO, ILL. 








A. GLOVER & CO. 
© Consulting Actuaries 
Life Insurance Accountants 


Statisticians 
2 South La Salle Street, Chicago 








OHNE. HIGDON ( Actuaries & Examiners 
OHNC. HIGDON } $2 Gates, Building 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
$1€-613 Hume-Mansur Bidg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ERIC S. WITHINGTON 
NOONSULTI TING ACTUARY 


948-949 snewcanee 5 oo B 
Tel. Walnut 3761 OINES. 1: 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
wes, etc., Calculated. Valuations 
and Examinations Made. Policies 
oe 9 all Life Insurance Forms Pre- 
nee The Law of Insurance a 


Taory 
OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 


1523 Association Bidg. 19 S. La Salle St. 
Telephone State 4992 . . CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST.LOUIS MO. 























the companies with their patrons and 
customers, and coming from an insur- 
ance solicitor licensed by the state, was 
obviously calculated to affect their 
standing and to destroy the confidence 
not only of the policyholders them- 
selves, but of the insurable public gen- 
erally, in life insurance. 

“It is not going too far to say that 
such conduct and practice on the part 
of the plaintiff placed him beyond and 
outside of the place of a fair and legiti- 
mate rival and competitor in life insur- 
ance business. Instead of becoming a 
competitor, whom the life insurance 
companies could welcome, he assumed 
the attitude of a menacing antagonist, 
and his success avowedly depended 
upon and was measured by his ability, 
through the methods we have outlined, 
to destroy the business of the defend- 
ants by inducing the holders of policies 
to surrender and have them cancelled. 


Resolutions Analyzed 


It was in defense against this assault 
on their business and to counteract the 
effect of plaintiff's practices, which were 
regarded as prejudicial to the interest 
of holders of seasoned and long-stand- 
ing policies, that brought about the 
adoption of the resolutions. Let us an- 
alyze the resolutions and see whether 
they went beyond a legitimate defense 
of the attack made upon the companies. 

“First, the resolutions announced that 
the attention of the Life Underwriters 
Association had been called to the fact 
that the plaintiff, styling himself an ac- 
tuary, was suggesting and urging the 
holders of policies in companies whose 
representatives were members of the as- 
sociation, to surrender such policies and 
rewrite in such companies as the plain- 
tiff might propose, representing that 
such a course could be pursued with 
profit to the insured. There was noth- 
ing false or malicious in this announce- 
ment; on the contrary, it was but a 
statement of fact admitted by the plain- 
tiff in his petition. 


Merely Protected Interests 


‘As life underwriters, know- 
ing that the promises on which such 
conclusion is based is unprofitable to 
the insured, we deem it a duty to our 
clients to put a stop to this practice.’ 
This was but a denial of the assertions 
made by the plaintiff, and it was a duty 
which the companies owed their clients 
to protect them against the actions of 
the plaintiff, which the companies 
deemed prejudicial to the clients’ inter- 
ests. 

“Third, that we condemn the 
practice of cancelling old policies in any 
solvent established life insurance com- 
pany, to be replaced in the same or any 
other life insurance company, as we 
know that it is against the interests of 
the policyholder. We can _ discover 
nothing wrong or injurious to the plain- 
tiff in this declaration. The plaintiff had 
made the issue, and the companies had 
the undoubted right to meet it by con- 
demning the practice of cancelling poli- 
cies in well established companies ‘a 
to advise their policyholders against ac- 
cepting the advice of the plaintiff. 

Companies Within Rights 


“Second, 


“Fourth, the practice of the plaintiff 
was called to the attention of the ex- 
ecutive officers of all life insurance com- 
panies, and the general agents, to the 
end that all business submitted by the 
plaintiff might be scrutinized to deter- 
mine whether it involved the surrender 
of the old policy in any well established 
legal reserve life insurance company, 
and if it did, that the acceptance of the 
business be declined. There is to be 
found nothing libellous lurking in this 
resolution. The insurance companies 
collectively or separately were inter- 
ested in preserving the integrity of their 
contracts, and had the legal right, when 
they found what they believed to be an 
unjustifiable and an unfounded attack 
made upon them, to call upon all the 
companies engaged in writing life in- 
surance, to decline such business if it 


was the fruits of cancelled and surren- 





‘IS ROUNDING UP MEN 





TO CONDUCT AGENCY SCHOOL 





Manager C. E. Waddell of the Missouri 
State Life Tells About Plans for 
Recruiting Salesmen 


DETROIT, MICH., Apr. 16.—Mana- 
ger C. E. Waddell of the Missouri State 
Life has already 24 candidates for the 
agency school which will be in session 
mornings and evenings May 12 to 24. 
This school will be conducted by Henry 
W. Ramsey of the home office, who is 
now engaged in similar work at Cleve- 
land. Mr. Ramsey is a graduate of the 
New York University school of life in- 
surance and was an assistant to Director 
Griffith M. Lovelace. Regarding the 
make up of his proposed classes, Mr. 
Waddell says: “I am spending practi- 
cally half of my time nowadays hunting 
for men who are likely to respond to 
this course of instruction and who may 
be induced to take it. I am not hunting 
for part time men and am not over 
anxious for brokerage business. 


Great Business Possibilities 


‘ “Detroit's fast growing importance 
and the great business possibilities of 
this city are drawing many desirable 
men here and ] am after such of them 
as I can get. Just now there is a tre- 
mendous activity in real estate here and 
lots are being sold, resold and sold again 
always at an advance over the old time 
values. Many of the best salesmen in 
the city are selling real estate. I look 
for this present boom period to subside 
in time and then there will be hundreds 
of these men in line for work of the 
kind I have to offer. While I am not 
waiting for all this to happen and am 
rounding up all of the men possible to 
interest these days, I look for an in- 
creased supply of availables in the near 
future.” 


dered policies. There is certainly noth- 
ing in the resolution to indicate malice 
or bad faith on the part of the insurance 
companies, and they had a common in- 
terest in protecting their own interest 
and what they conceived to be the 
rights of their policyholders against a 
common antagonist who sought to de- 
stroy their business and to injure their 
clients. 
No Conspiracy Shown 

“Fifth, this involves the request that 
the companies employing the plaintiff 
cancel his license to do business in Lou- 
isiana, if it should be found that he was 
guilty of the practice charged against 
him. That the employers of plaintiff 
had the legal right to take such action 
is not disputed, and it would seem that 
it makes but little difference from which 
source they got the information upon 
which they based their action. The said 
companies are not liable to the plaintiff 
for any loss he may have sustained as 
a result of a withdrawal of his contracts, 
nor can the other insurance companies 
be held liable, and this is true even 
though the three companies acted on 
the suggestion of the other companies. 

“All of the companies made defend- 
ants in this suit had the right to refuse 
to have business dealings with the 
plaintiff, and what they could do in this 
respect separately, they could do con- 
jointly, in view of the conduct of the 
plaintiff towards all of the insurance 
companies, and of their common inter- 
est in the subject matter which severed 
the business relations with the plaintiff.” 


Buffalo Men Honored 


BUFFALO, April 16.—Three of Buf- 
falo’s well known insurance men have 
been elected to office in the Buffalo 
Athletic Club. Newton E. Turgeon, 
Union Central Life, becomes president 
of the club; Albert H. Zink, general 
agent, is third vice president, and F. A. 
G. Merrill, State Mutual Life Assur- 
ance, secretary. 





REJUVENATE COMPANY 
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AMERICAN BANKERS ACTIVE 





Examination Being Made Will Show 
That Deficit Is Much More Than 
Made Up 


Vice-President C. A. Goodale of the 
American Bankers Life of Chicago 
states that the Illinois insurance depart- 
ment is now concluding an examination 
of that company’s books as of Mar. 31. 
James Craw, assistant actuary of the 
department, says this will show the 
company now has a paid up capital of 
$150,000 and a surplus of from $20,000 
to $25,000 which is a radical improve- 
ment over the impaired capital of a 
year ago. The company was licensed 
to transact business in Illinois again 
Mar. 15 and is now actively in business. 

William Morrison, formerly the prin- 
cipal producer of the Liberty National 
Life of Cape Girardeau, Mo. is agency 
manager of the American Bankers and 
has already made some appointments 
worth while. 


Profit Sharing Contract 


Mr. Goodale states that his company 
proposes to try to establish its agency 
organization with contracts having some 
novel features. A first year commis- 
sion of 65 percent graded will be paid, 
with the usual renewals and in addition 
there will be special renewal commis- 
sions. There will be an “Abic renewal 
pool” established and out of this all 
agents writing from $30,000 to $60,000 
of business this year will be paid an 
extra 5 percent during 1924 if they con- 
tinue in the company’s service. Agents 
writing from $60,000 to $100,000 will 
get 10 percent and those writing from 
$100,000 upward will get 15 percent. Mr. 
Goodale describes this as “a profit shar- 
ing contract” and says that it will, in 
effect, make each agent of the company 
in Illinois, for example, a state agent 
with his overriding commission interest 
on all business in the state. Each year 
a similar pool will be established and 
all continuing in the service of the com- 
pany will participate if otherwise quali- 
fied. 


MISSOURI STATE’S SCHOOLS 


Special Instruction Being Given to 
Agents in All of the Principal 
Branch Offices 


The Missouri State Life is conduct- 
ing a series of schools for agents in its 
branch offices in the principal cities of 
the country, starting with sessions of 
two weeks each in Pittsburgh, Colum- 
bus and Cincinnati. Agency Instructor 
Henry W. Ramsey is in charge. 

In Pittsburgh there were 30 men in 
attendance, including several men just 
starting in the business. Columbus at- 
tended the school 100 percent, every 
agent in the branch office taking in the 
morning and evening sessions. Fifteen 
beginners also took advantage of the 
course. The Cincinnati school now un- 
der way is also proving highly success- 
ful. The agents have benefited espe- 
cially through instruction as to how to 
sell program insurance. Much stress 
was also laid on accident production, 
particularly with the new men. 

Mr. Ramsey is a graduate of the New 
York University School of Life Insur- 
ance and before starting on his tour of 
the branch offices conducted a six weeks 
school at the home office for assistant 
managers and agency specials. 


Life Counsel at Greensboro 


The midyear meeting of the Asso- 
ciation of Life Insurance Counsel will 
be held at Greensboro, N. C., May 6-7. 
At the December meeting General 
Counsel A. L. Brooks of the Jefferson 
Standard Life extended the invitation 
to meet in Greensboro. 
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of Supremacy 


The Emblem 





A RARE COMBINATION 
An Old Company for Young Men 


There are a Number of 
Young Men who have 
“Million Dollar’ Agencies 
with this fine old Company 


They were all Rate Book men. They are now “all set”—while still young—with 25 to 30 years of 
active service ahead of them. At 60 they will retire, on their renewals—not on their relatives. 

We are ready to give a “running start” to a worth-while man of industry and serious purpose in each 
of the following territories: Indiana, Southern Minnesota, Ohio, West Virginia, North Carolina, South 
Carolina, Louisiana. 

If you are seeking a place where your “future” is up to you—and you can build Agency organization 
which will not “crumble” with every business “zephyr” that blows—the 


National Life Insurance Company of the U.S. of A. 


ALBERT M. JOHNSON, President 


has an opening for you as a General Agent, Manager or Agency Supervisor, which will pay you—not after 
your “plant is built up’—but from “Now on” in any of the territory above mentioned. 


Guaranteed Low Cost “Non-Par” rates— 
Double Indemnity— 


Permanent and Total Disability— 
Accident 
Sickness 


Complete Protection Policies ) Old Age 
Death 


GOODS THAT “SELL” 


Write a personal letter, telling about yourself—what you would like to do—and why you believe you 
can do it— 


To ROBERT D. LAY 


Vice President and Secretary 


“Chicago’s Oldest and More than 
Strongest Company” Or WALTER E. WEBB $155,000,000 
Established 1868 Vice President in Force 


29 S. La Salle Street, Chicago, Illinois 
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This is No. 2 


Underwriter. 


of a series of advertisements appearing in The National 
Watch for succeeding ones setting forth Michigan Mu- 


tual opportunities. 

















Michigan Mutual Life Building 


Size 


Size has its advantage. ‘To the policyholder or 
prospect it means stability and proven reliability. 
To the agent it means an opportunity to proudly 
display a satisfactory financial statement. But size 


has its limitations. 


Beyond a certain point the 


agent no longer receives that warm and spirited 
inspiration from his home office, but fortunately, 
The Michigan Mutual is not so situated. Each 
Michigan Mutual agent is conscious of a friendly 
and capable home office personnel whose efforts are 
continually directed toward the agent in the field. 
Thus it is that the Michigan Mutual agent is in 
continual close contact with the home office. 


Michigan Mutual Life Ins. Co. 


J.J. Mooney, President 


A. F. Moore, Secretary 


Geo. B. McGill, Supt. of Agencies 
Madison Ave. at John R. Street, Detroit 











The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 


of California 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its wonder- 


ful selling features. 


If you are interested, write for copy of 


“Making Dreams of Your Children’s Future Come True,” and 
our attractive proposition to agents. 


J. R. RAILEY, Manager 
Southwestern Department 
401-2 Mercantile Bank Bldg. 

Dallas, Texas 


E. L. BLACK, State Manager 
P, O. Box 299, 
Newport, Arkansas 


W. H. SAVAGE, Vice President 
Los Angeles, California 




















DEATH WITHIN CONTESTABLE PERIOD 


Recent Additional Court Decisions Relating to Cancellation of Policy 
for Fraud, Are Reviewed 


N the last month several additional 
decisions have appeared on the propo- 
sition of the right to sue to cancel 


a policy for fraud where death occurs 
within the contestable period. 


The United States circuit court of | 


appeals, 5th circuit, in Jefferson Stand- 
ard Life vs. McIntyre, 294 Fed. 886, 
reverses the judgment of the district 
court for the southern district of Flor- 
ida, which held that upon the death 
of the insured within the contestable 
period the policy was no longer “in 
torce” and that the company could have 
inaugurated a contest by denial of lia- 
bility in any form without invoking 
judicial action. 
Held Not a Contest 


The appellate court holds that a mere 
denial or repudiation by an insurer of 
its liability accompanied by a tender 
of premiums paid, is not a contest with- 
in the meaning of the incontestable 
clause and that nothing in the language 
ot the provision indicates the existence 
of an intention to make the effective- 
ness of it dependent upon the insured 
remaining alive for one full year from 
the date of the policy. This reasoning 
is adopted from the Supreme Court of 
the United States in the Hurni Packing 
Company case (44 Sup. Ct. 90). Under 
the circumstances the company had no 
plain, adequate and complete remedy 
at law, having discovered fraud prior 
to the expiration of the contestable 
period, as the beneficiaries could simply 
wait until that time expired before 
bringing suit on the policies. 


Fail to Follow U. 8. Court 


On the other hand the supreme court 
of Minnesota in the case of Indianapolis 
Life vs. Aaron, in an opinion filed 
March 14, not yet reported, follows its 
former decision in Mutual Life vs. 
Stevens, 195 N. W. 913 to the effect 
that the rights of the parties become 
fixed by death within the period and 
that the defense of fraud is available, 
however long thereafter a suit on the 
policy may be brought. This last de- 
cision expressly refuses to follow the 
decision of the Supreme Court of the 
United States in the Hurni Packing 
Company case. In refusing to enter- 
tain a suit to cancel a policy, the 
Minnesota court speaks of the rule 
adopted in its earlier decision as “just 
and workable” in that “under it the 
beneficiary in a policy retains the right 
to have a jury determine whether or 
not he procured insurance by fraud or 
misrepresentation and the insurer is 
fully protected in all the defenses avail- 
able at the time of the death of the 
assured.” 

Another Important Decision 


Another decision during the last 
month dealing with this matter is that 
of Thistle vs. The Equitable Life in 
which the supreme court of Tennessee 
holds that a letter written within the 
contestable period repudiating the policy 
is insufficient basis for a defense after 
the expiration of the contestable period, 
and that the remedy of the insurer is to 
institute an action for cancellation with- 
in the contestable period. 

During the last few months, most 
of the courts of the country that have 
had to deal with the question, from 
the Supreme Court of the United States 
and the circuit courts of appeals of 
the 4th, 5th and 8th circuits, several 
federal district courts, and the supreme 
courts of Illinois, Pennsylvania, North 
Dakota, Missouri and Tennessee as well 
as a number of inferior courts, favor 
entertaining a suit to cancel before the 
end of the contestable period: and con- 
versely hold that the policy becomes 
incontestable at the end of the con- 
testable period whether the insured dies 
within the contestable period or not. 
Most of the cases further hold that 











—________-By WILLIAM ROSS KINGC————_—_—__ 
Editor, American Life C onvention Legal Bulletin 


a mere repudiation of the policy is not 
a sufficient act of contest—although the 
8th circuit apparently takes an opposite 
view of this phase of the matter. 


Dissenting Viewpoint 


A vigorous dissent, however, upon 
| the main proposition, appears in the 
dissenting opinion of Judge Woods in 
the case of Jefferson Standard Life vs. 
Keeton, 292 Fed. 53 and in the recent 
opinions of the supreme court of Min- 
nesota, on the ground that such a con- 
struction of the incontestable clause re- 
sults in an interference by courts of 
equity with the beneficiary’s right of 
trial by jury. This particular point was 
not referred to by the Supreme Court 
of the United States in the Hurni Pack- 
ing Company opinion. 

In the Keeton case a further compli- 
cation was injected into the case by the 
fact that after a suit to cancel was 
brought the beneficiary sued on the 
policy—all within the contestable period. 
Some earlier decisions of the supreme 
court are cited by the dissent maintain- 
ing the right of a beneficiary to insti- 
tute and prosecute to judgment an ac- 
tion on a policy in a state court while 
a suit to set aside the policy is pending 
in a federal court. 


Query Is Raised 


Assuming that a suit in equity is 
proper before the end of the contestable 
period and later, but within the con- 
testable period a suit is brought on the 
policy, does the insurer have the right 
to have the law action enjoined and the 
equity tried first because it was first 
instituted? If so, we have this curious 
result: An equity suit is instituted, not 
on the ground that its defense cannot 
be fully presented in the law action, but 
on the ground that the law action will 
not be instituted within the contestable 
period. The law action is actually in- 
stituted within the contestable period: 
and yet the court cannot try it and 
must enjoin it until the equity suit— 
which depends on the alleged failure to 
institute it—is determined. So reasons 
the dissent. 

The Minnesota court, in adopting the 
rule that the rights of the parties be- 
come fixed upon the death of the in- 
sured within the contestable period as 
a “just and workable rule” is apparently 
actuated by a desire to preserve for the 
beneficiary the right to try his case be- 
fore a jury. This right, however, is 
merely incidental in the determination 
of the meaning of the incontestable 
clause as applied to a case where death 
occurs during the period. That question 
having been settled by the decision of 
the Supreme Court of the United States 
in the Hurni Packing Company case, it 
apparently follows that the insurance 
companies are remediless so far as a 
suit on the policy is concerned and must 
bring a suit to cancel the fraudulent 
policy, even though it results in depriv- 
ing the beneficiary of the right to try 
his case before a jury. 


City Business Grows 


The International Life of Mo. on 
Apr. 15 has a gain in business in force 
since Jan. 1 of $3,100,000 having written 
$23,817,000 since the beginning of the 
year. It is interesting to learn the bulk 
of this business comes from the larger 
cities. Up to a year ago or so, the 
International Life made no especial ef- 
fort to plant agencies in the larger cities 
in its territory. Its new policy has 
been a very successful one so far. 








Continental Has Big Gain 


The Continental Life of St. Louis, 
Ma., on Apr. 14 had written business 
of $7,291,721 since Jan. 1 last to show 
as against $6,638,668 for the similar pe- 
riod last year, a gain of $653,053. 









































ond April 17, 1924 LIFE INSURANCE EDITION 7 
= f = a — — er esses —— ———— —) 
fj ——— ——== || 
| a 
| aT 
| | at 
| Vai 
a 
he |! - 
ite |! 
|! 
yn 
he | 
- > | 
nt | 
> | | 
i | 
of 
as 
rt | i| 
k- | 
| 
; THE SAFE COURSE 
- | 
i. - ‘ . . , 
e | Taking a chance on a horse race isnt such a terribly bad 
a ° a % 7 
: | practice but it's costly when you take a chance on a life 
e | insurance connection. 
“4 iI 
| You must choose a growing company, one that fits your 
e | requirements, that serves you properly, that is dependable, 
: that has sufficient age to be established, in fact, you must be 
" | e - ° 
: thoroughly satisfied before you tie up. 
4 - 
; HT | Measure the International Life to your requirements. You 
l | ° ° ° ° ° 
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| St. Louis, Missouri 
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The Accumulation Policy 
is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
Age 35.......$31.90 per $1000 


The continued payment of the 

rate creates increasing benefits 

each year. Asa seller it has no 

competition. Write us about it. 

NATIONAL LIFE ASSOCIATION 
Des M 


oines, lowa 








MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the a lead 
service. Our agents interview interest 


— Per. ple who have written the “ad 
ffice information. 


Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 

Walter LeMar Talbot, President c 
A few agency openings for the right men 
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pra TE Pi Ava 


GENERAL AGENT 
AT INDIANAPOLIS 


—for such a big opportunity demands 
lots of driving force in the man who 





will make the most of it. There is no 
limit to what you can do in Indian- 
apolis. 

Moreover, we will help you produce, 
for we have a well organized depart- 
ment to help you find business and 
close it; our policies have new selling 
features and settlement provisions, not 
yet issued by any other company, and 
our percentage of rejections is one of 
the lowest in the country. 

The man we seek is already a big pro- 
ducer, a splendid organizer, a man of 
high social standing, of at least $25,- 
000 in assets and capable of earning 
from $12,000 to $25,000 per year. For 
this man we have a contract direct 
with the home office, embracing a lib- 
eral first year commission, a renewal 
commission, a collection fee, an office 
allowance and business-development 
allowance. 


Can YOU qualify? Meet the first require- 
ment by writing to us at once. Address H-83, 
care the National Underwriter. 

NOTE: We also have an unusually attrac- 
tive, special contract for good salesmen 
whose experience is limited. 











HOME LIFE INSURANCE co. 


New Y 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 
Premiums received during the 


"i renee 7,486,855 
Payments to Policyholders 

and their Beneficiaries in 

Death Claims, Endowments, 

Dividends, etc. «...+...s005 5,871,544 
Increase in Assets........... 2,401,997 
Actual Mortality 56% of the 

amount expected. 

Insurance in Force........... 247,373,218 

Admitted Assets ..........+++ 48,655,222 


FOR AGENCY APPLY TO 
w. A. RK. BRUEHL & SONS 
jeneral Managers 
Central ‘and Southern Ohio and 
rthern Kentucky 
Rooms 601 “G06 he — Nat. Bank 


Buil 
cl NCINNATIC OHIO 


CLEVELAND, " OHIO 




















HOW SALES ARE DEVELOPED | 


Use and per of Piissiales of Selling} 


Life Insurance Will 


Analysis of Some of the Human Temper-| 
aments Is a Big Help in Dealing With Spec- 


ial Types. 


By PROF. HERBERT H. HESS 


Head of Merchandising Department, 
Wharton School, University of Pennsylvania 


THIRD INSTALLMENT 


we are beginning to see that in- 
creased sales on the part of each 
salesman depend upon his own capa- 
city to develop into full manhood. Every 
10 years your life is beset by a different 
way of looking at things. Your chang- 
ing age and new experiences periodically 
bring you to places of attainment where 
you get a new perspective on things. 
Your mental attitude between 20 and 30 
varies considerably from that of 30 and 
40. The experiences between 40 and 50 
are unlike those of earlier periods. The 
growth and development of a normal 
salesman implies increased power over 
others according as he grows older nor- 
mally. Every increase of 10 years means 
the ability to appreciate the mental dif- 


wm & observation and analysis 


ficulties, conflicts and emotions which 
that decade imposes. 
Agents Should Appreciate 

Their Own Period 

It is the aim of scientific insurance 


salesmanship to urge salesmen to appre- 
ciate the significance of their own pe- 
riod of life interpreted in terms of in- 
surance and to compel conviction in the 
minds of those who are the same age. 
Thus as I myself grow older do I be- 


come more powerful over increasingly 
greater numbers of people. Modern sales- 
manship will insist that the salesman 


thoroughly understands the necessity of 
perfecting himself in the appreciation of 
the motives and structure of human na- 
ture. The manhood of business simpli- 
fies an understanding of the mechanism 
by which things are done. The chemist 


has his technique; the accountant has 
his. Why should salesmen fail to ap- 
preciate the necessity of as intensive 


study of human nature to assist in sales 
as the engineer who constructs an en- 
gine? 
Use and Application 

of Obvious Principles 


Manhood also implies the use and ap- 
plication of principles in getting things 
done. It also implies an intelligent and 
conscious application of these princi- 
ples. It is true that many natural born 
salesmen have been successful without 
study and a conscious regard for sell- 
ing principles. It is also true that the 
barber was often an excellent diagnosti- 
cian of disease in the Middle Ages. 
There have always been those who have 
shown aptitude for different kinds of 
work without apparently being con- 
scious of the principles by which they 
got results. But science is now telling 
us how and why these people get re- 
sults. 

By a conscious and persistent applica- 
tion of ourselves to the sale at hand in 
terms of principle we can begin to work 
as Benjamin Franklin worked in ac- 
cord with facts, principles and persis- 
tent fearlessness. Nature is filled with 
purpose. Selling has a purpose. Its 
purpose of conquest are reducible to 
laws of behavior. 

Salesmen—remember the words of 
Walt Whitman—“not one can grow for 
another—not one.” It is.up to you to 
begin to appreciate the facts that insur- 
ance salesmanship is a calling related to 
perfected manhood. It is in accord with 
modern economic development. Set 








Bring Sure Results— 


these energies of your own soul. 
your intellectual and emotional 
Approach your prospect as 
a diagnostician on the one hand and a 
remedial expert on the other. Grow 
into power by playing upon the instru- 
ment of the human body, mind and soul 
in showing how transcendent insurance 
is in meeting the exigencies which our | 
fleeting lives periodically reveal. 


loose 
Pertect 
equipment. 





Four Traits Necessary 
For Increasing Sales 


The coming salesman must come to 
realize if he is normal that his person- 
ality already contains the faculties and 
equipment to move others into action. 
As the salesman becomes conscious of 
his own innate nature he becomes a 
conscious wielder of his own forces. 
Tact, self-confidence, knowledge and 
persistency are four indispensable traits 
needed to increase sales. 

Tact must be acquired. I must con- 
sciously and intelligently adjust myself 
to the mental peculiarities of my pros- 
pect. His respect must be maintained 
howsoever we differ. Tact implies an 
adjustment of my personality to his per- 


sonality. It implies selling the right 
policy to the right man at the right 
time. It knows when to leave and when 


to call again. 

Seli-confidence is a trait which can 
also be worked for. As I come to un- 
derstand my proposition thoroughly I 
am building for self-confidence. Backed 


by the truth of my propositions I weed | 


Rather do I have the 
right of manhood to resent the stub- 
born reaction of my prospect to the 
point of anger. Anger is often a storm 
which clarifies the atmosphere.  Self- 
confidence based on knowledge of my 
policy and on an appreciation of human 
nature makes me predictably certain of 


fear no criticism. 


ance salesman a salesman. 


| regarding issues. 





respect at the least. 


Knowledge Necessitates 
a Trained State of Mind 


| 

Knowledge and its acquisition neces- | 
sitates a trained state of mind. Knowl- | 
edge plus our daily experiences accom- | 
plished two things; one reveals strength | 
or weakness of personality on the one| 


hand and establishes character on the 

other. Character means that we habitu- | 
ally act right in the presence of ampere 
ence. Hence Aoeather A an passing through 
the tests of experience establishes char- | 
acter. Character in turn becomes power 

Hence knowledge becomes power. 


Persistency is also a characteristic of 
manhood. In training our children we 
are persistent in regulating our own 
lives in accord with our sense of duty. 
Persistency in insurance leaves a pecu- 
liarly strong impression upon the pros- 
pect. The reason is that his whole life 
is being brought to a testing place. Per- 
sistency of the salesman is revealing to 
the prospect his courage, manhood, lack 
of vision and present economic limita 
tions or in capacity. No wonder that 
insurance salesmen are often classified 
as pests. It is the consciousness of an 
accounting system as to one’s purpose 
and motives which is called into play. 

But ultimately—yes ultimately—Time 
is found to be working for the insur- 
ance salesman. No longer is the insur- 





He has now 


become worthy of the name of an in- 
surance counsellor. 
Temperament Means the 
| Way People React 

Temperament in selling means the 
particular way that people react to a 
proposition. In selling insurance our 


approach will be helped considerably by 


an appreciation of our own tempera- 
ments. As salesmen you may represent 
one of four ways of reacting to your 
every day effort. You may be san- 
guine or your prospect may be sanguine. 

The sanguine type is momentarily op- 
timistic and happy in response to an- 
other. This type is changeable and 
lacks in depth. The sanguine person 


lives 
ture 
than 


in the present rather than the fu- 
and tends to cheerfulness rather 
serious moods. This type of pros- 
pect is likely to be susceptible to tikes 
and dislikes. Friendship is a decided ap- 
peal. He is also likely to be influenced 
> the last person he is with. This fact 
necessitates persistency in the first call. 
If there is the slightest possibility of his 
taking out a policy, persistency and tact 
will often win the prospect. 

The melancholic temperament is one 
| largely given to a feeling of conviction 
This type is inclined 
to be moral and dutiful in its considera- 





WANTED 


familiar with regular and weekly 
soliciting to work whole or part 
leads for old established 
Apply mornings, Room 
. Chicago, IL 


Life men 
payment 
time on direct 
Wisconsin company. 


S11, 111 West Jackson Biv 








Wanted 


Insurance company money for term 


loans on Indianapolis realty. Central 
Indiana farms and central Ohio 
farms. Address J-8 


Care The National Underwriter. 








MR. AGENT! 
Do you care for QUALITY, 


not 


SIZE? Age. Sound Experience, 
Low Cost, a Splendid Record for 
70 vears? 

Then why iot take a General 


HOME STATE for 


e¢ Agency ini 


THE ST. LOUIS 
MUTUAL LIFE 


Qt R AGENTS AND POLICY HOLDERS 
$1 CK! WRilt THE HOME OFFICE 




















Stephen M. Babbit 
President 


Hutchinson, Kansas 
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tion of values. The words “ought” 
“duty,” “necessity” and “obligation” 
have personal significance. An appeal 
te one’s conscience is an appeal to this 
temperament and all men are at times eee ee a ae iis a = ; 
susceptible to its influence. I would Each Month the Agents of This Company Write Its Advertisements 
say that the melancholic temperamental 
reaction to a policy would be of unusual 
significance where the prospect had al- 
ready sensed through some bitter ex- 
perience and where a feeling of respon- e 
sibility had begun to assert itself. When e 
one senses trouble, ideas of duty and of e e 
responsibility begin to assert themselves. 
Phlegmatic Temperament 
Is One of Deliberation 
The phlegmatic temperament is the : : : 
A temperament of deliberation rather than Would you like to represent a Com- 
of feeling and impulse of immediate ; 2 = 
practical effectiveness. Where imme- | pany whose officers are capable, honest 
diate action is involved this tempera- ‘ . . > 
aaiae ‘ie aise tendons Oh to Goan Ot Me and trustworthy? Men who extend the 
and proportion. oer tp oe type is hand of welcome when you enter the 
quick oO sense personal values trom a = a q 
human point of view. He cannot be Home Office ? 
I . 
pushed quickly; he must be dealt with | 
deliberately. He is considerate of oth- | 
ers, but he bides his own time. This | Wo , —— . : 
, . 4 ( \ < J > > “— 
type Oo! prospect should always be left | ? ul . ~ h vite more confidence in 
= a — ol a be : x- | this proposition 1m you knew that your 
ent to which you have impressed him } ‘ - : 
truthfully is the extent to which he will ( ompany managers were men con- 
be considerate of you when the issue ot : . : - 
insurance has to be met fearlessly nected with several of the largest 
fe. a — een rr ree sp Prac financial institutions of the city where 
ament ot action ctlo Ss not neces- | e S . 
sarily lacking in the melancholic | they reside? 
temperament, but it does not tend s ‘ 
directly to practical issues as it does | 
in th holeric. The choleric tempera- | , | , , 
= stg i prompt Reman yea ' “ate | Would you feel the prospect oOo! ad 
I py! pb. Teas » YP NaVs Ili- . 
ag The melancholic is urged vancement better 1f you were informed 
action through a sense of duty Phe } : Peet 
choleric acts through the instincts of that the ¢ ompany enlisting vour sery 
self-preservation and acquisitiveness | EDWARD D. HODGE ” ; : . , ; 
ices was growing rapidly and ad 
Selfish Benefits Appeal nserier fishes ie . 
to the Choleric Prospect Edward D a ancing into a new state each yvear?e 
( ara odge, I 
The choleric prospect looks without | author of this advertise 
_ nce nig dlls Aare ors Mw egy oa ment, has been an agent Would you feel interested to know 
through insurance. The pers nal, mor wee Mie ——s R ae that the Manager of Agencies has had 
immediate and selfish benetits—whilk sixteen years, comimg W1 —_ ’ - 4 : 
the insured is living—appeal to this type. | the Company shortly afte years of real field experience and 
The insurance salesn ' a ee ee od te 4 . 1 . 
ech ae pox ” its reanl at on, and 1s to knows how to lend a sympathetic hand 
pict genet, * ; dav one of th dest me 1 . * 
prospec retam fis . VV nN ‘1? thine Oo rong ” 
ual seli power and often egotist ] nt \ per « ears es 5° 6° & Is: 
tainment service that the Company 
My discussion has been an effort to | ue ian tte fete Hi ge — ; ’ 
show that human beings are constructed a. = —_ During sixteen vears as a General 
in a certain way. There are emotions, previous msurance experi vent if the Se ° 6 . 
instinctive, intellectual, and souliul that ence before becoming \gent with the | copies Lite Insur 
re be played upon by the successful member « the Peoples ance Company I have learned that it 
salesmat ln fact imsurance saiesmal rs Le eusihe oe —- : ; : 
ship is an etfort to bring every taculty, a Somes ao ‘ = Is these thing's that contribute most tor 
hope and aspiration of a prospect te nh agency and chentel epee ae _ , : 
sense the protecting power of insurance vhich anv genet avent comrentment and success, If you are , 
in maintaining his normalit nd e micht he proud loanect lookino for - nent . ; . 
attic graservution te tena ao Ge onal ocean >. se ooking’ tor a connection with a Com 
ca iit shall as purpose : i ly It, 4 : ee : . ° 
last. ; Cos «ease pany oftering distinct advantages and 
s Company and client é, = 
Closing the Sale Is ve heen the Biel whole hearted co yperation enroll in the 
Initiating Feeling of Need ;' set has _ . ; doom 
his su tamuly of the 
The salesman has as his task to play 
upon the constitution of man to bring 
forth wish to the point of vision tot 
policy Closing the sale is initiating 
feeling of need. Insurance is shown t 
meet that need. 
The temperament, qualities, instincts > J | ‘ General Agen O benina 
and character of men are ever to be in- 4 I K ae 7” : 
terblended into an established sense ot ‘nm the Lotlowing Cities : 
b conviction and necessity regarding the Akron , Peoria : 
meaning of an insurance policy." Insurance Company _ 2i« Rockford | 
dh hee 7 ti = m8 Be can ys J — OHIO Springfield SILLINOIS 
sense these ideas lave give as a part “le velan D rill 
of the nature of man; if we can persist Dayton weed 
in bringing them to bear upon our daily FRANKFORT Lima / 
work as a group—we shall ultimately - z Battle Creek i 
bring to pass in reality an insurance INDIANA Evansville ) Bay City ) : 
consciousness of our citizenship Ft. Wayne Grand Rapids : 
| South Bend ‘INDIANA Kalamazoo "MICHIGAN 
PT tn . + Terre Haute Saginaw 
7 . F ae > , ’* - 
Continental’s Convention Plans The Friendly Company Vincennes Traverse City | 
’ 
Donald Lohmueller of the home othce ; 
of the Continental Life of St. Louis | , 
is in Denver, Colo., to arrange the pre- | 
liminary details of the Clic Club con : 
vention of the company to be held in 
+ that city next August. It will be held 
some time between Aug. 15 and 31 
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POLICIES TRANSFERRED 





HALT MOVE FOR LIQUIDATION 





Sun Life Takes Business of Northwest- 
ern of Winnipeg—Reorganization 
Left Open 





WINNIPEG, MAN., Apr. 15.—Liqui- 
dation proceedings in the case of the 
Northwestern Life Assurance have been 
permanently stayed. The total amount 
of insurance approximating $6,000,000 
has been taken over by the Sun Life, 
with two provisos: one in case any 
policyholder wishes to surrender his 
policy within three years the Sun Life 
shall have the right to deduct 25 percent 
of the cash surrender value named in 
the policy, but if left over that period 
the full cash surrender value will be 
paid; the other stipulation being that 
until assets and liabilities are balanced, 
the Sun Life will not pay any profits on 
Northwestern policies. 

The shareholders in the Northwestern 
Life are thus freed of any further obli- 
gations in the matter of unpaid stock, 
which they held in the company, and 
can now go ahead and carry out what 
arrangements they desire to in the fu- 
ture. They have the organization of 
the company, the name, and act of in- 
corporation, and can either reorganize 
the business or amalgamate with some 
other institution. They have raised 
$60,000, it is said, and a meeting will be 
held early next week to decide what 
will be done, 


Will Enter South Dakota 


M. F. O'Sullivan, secretary of the Busi- 
ness Men’s Protective of Lincoln, Neb., 
has just completed an extended trip over 
South Dakota, with the idea of entering 
that state. Mr. O'Sullivan reports condi- 
tions in South Dakota as looking good 
and expects to ask for a South Dakota 
license soon, 





ALEXANDER HAMILTON INSTITUTE COMMENT 





HILE considerable complaint has 
W been made of the recent adver- 

tisement of the Alexander Ham- 
ilton Institute of New York City, at- 
tention to which was called in an ed- 
itorial way in a recent issue of The Na- 
tional Underwriter, the Institute itself 
takes exception to any criticism. Ber- 
nard Lichtenberg, the assistant director 
of advertising of the institute, makes 
the following comment: 

“We know very definitely that the 
man who is best prepared to appreciate 
the message of the Institute is almost 
certain to be a firm believer in life in- 
surance. He is likely to be well covered 
by insurance, he is likely to be using in- 
surance intelligently as a protection and 
as an investment, In this advertisement 
we wanted to appeal to that man on 
familiar ground, tying up his establish- 
ed faith in life insurance to his probable 
need for what we termed ‘Success Insur- 
ance.’ 

Did Not Know Insurance 


“With that man in mind as a possible 
reader, why should we offend him by 
reflecting on. the wisdom of his belief 
in insurance? Why should we chal- 
lenge the judgment of a man we wanted 
to enroll? For that matter, what pos- 
sible advantage could we hope to gain 
from ‘a left-handed knock at life insur- 
ance?’ Such a thing would have been 
supreme folly, of course, and nothing 
could have been further from our minds. 

“In discussing the plan for this adver- 
tisement, the point was made that insur- 
ance men might take exception to our 
stepping off the beaten track of our own 
particular appeals. We felt, however, that 
the belief in insurance is so firmly es- 
tablished among intelligent men that no 
one could possibly misinterpret our in- 
tentions as being a reflection on insur- 
ance. Our profound respect for insur- 





ance led us to believe that it was quite 





beyond such a thing. But our own con- 
clusions were not accepted as final. 
When the advertisement was completed, 
we presented it to Dr. John A. Steven- 
son, vice-president of the Equitable Life 
of New York. He approved it. 

Life Insurance and Education 


“Several weeks ago I went over an ar- 
ticle by Olin Lyman of 57 East 96th 
Street, New York City, who came to 
me at the suggestion of an executive in 
an insurance company in Hartford. Let 
me quote the opening paragraphs of Mr. 
Lyman’s article which will be published 
within the next two months: 

‘While I was talking in Hartford the 
other day with an executive of one of 
the large insurance companies that have 
their headquarters there, he rummaged 
in his desk and handed me a printed 
sheet. 

“ * “Have you seen this?” he asked. 
“Alexander Hamilton Institute has there 
one of the best instances I have ever 
seen of a truth for which I have con- 
tended for a number of years now; and 
that is, the natural interrelation of busi- 
ness interests. To my mind this adver- 
tisement is a model play- -up ot the new 
idea of general cooperation that is gain- 
ing headway in America every year. 
You will note, in this copy, how clev- 
erly the two ideas of life insurance and 
of education are welded; the interests of 
both those potential investments are 
served, and it is an admirably con- 
structed piece of copy that cannot but 
make a man who is reading it think and 
think hard. The breadth and the depth 
and the clarity of this advertisement 
are unusual, 

Advertisement Is Commended 


“* “This company of ours thinks so 
highly of this advertisement that we are 
about to ask permission from the adver- 
tising department of Alexander Hamil- 





ton Institute to reproduce it as an item 
of the literature which we disseminate, 
and to broadcast it. Incidentally, the 
headline in itself is a work of art. ‘But 
—suppose you live?’ There’s a big 
thought there! And I have not seen 
anything more striking for a long time, 
in advertising copy, than the ‘link-up’ 
in the second column: ‘And the greater 
his success the more insurance he is 
able to carry.’ To my mind such ad- 
vertisements mark a long step forward, 
and offer a fascinating promise for the 
future toward getting out of grooves of 
effort and blazing new trails.’ ” 

“We have received three requests 
from insurance men in different parts of 
the country asking permission to re- 
produce this advertisement and send 
it to their own prospects because, as 
one man told us, ‘this advertisement 
does more to sell insurance than any- 
thing that we can say ourselves.” ’ ” 


Bilheimer Has Heavy Schedule 


W. E. Bilheimer of St. Louis, “con- 
sulting sales engineer” of life insurance 
will be a feature of the program for 
the Sales Congress at Mason City, Ia., 
on Apr. 28, to be held under auspices 
of the Iowa associations. Mr. Bilheimer 
will have complete charge of the “Bil- 
heimer Sales Congress” to be held at 
Sioux Falls, S. D., May 13-14 under 
the auspices of the South Dakota asso- 
ciations. He also speaks May 8 next 
before the Sheridan, Wyo., Chamber of 
Commerce. 


Bankers Life Election 


At the annual meeting of the Bank- 
ers Life of Des Moines George Kuhns 
was re-elected president for the ninth 
time. All of the other officers were re- 
elected. Among the trusted employes 
of the organization is W. C. Ince, home 
office cashier, who has just finished his 
27th year of service for the Bankers 
Life and his 23rd year as home office 
cashier. He went to Des Moines from 
the British West Indies 41 years ago, 
and joined the Bankers Life in 1896. 




















INTER: SOUTHERN LIFE BUILDING. 
OWNED BY THE COMPANY 


LOUISVILLE 


where the beneficiary lives. 


The Annual Report of the Inter-Southern Life publishes a list of the names of benefici- 
aries, together with addresses, paid by the Company, making up this total of $6,000,000. 
The Inter-Southern renders this service so perfectly that it effects the most unusual and 
binding ties between the beneficiary, the local corresponding bank and the representa- 


tive of the Company. 


Gains for 1923—Forty-Two Per Cent. 


The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 
The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of 


The Story of The Inter-Southern Life 
THE TIE THAT BINDS 


THE INTER-SOUTHERN LIFE has paid in death claims, $6,000,000.00. The manner 
in which it pays its claims is the powerful magnet. 
that carries a reported case of the Inter-Southern Life contesting a death claim. The 
beneficiary does not have to employ an attorney, an agent or a representative of any kind 
when the insured has an Inter-Southern policy. This Company is the pioneer in send- 
ing its representatives direct to the beneficiary with the necessary blanks to effect proofs. 
All of this assistance is rendered promptly and willingly. The claim is then paid imme- 
diately upon receipt of proofs, by a check on our corresponding bank in the vicinity 


$25,911,170, or forty-two per cent gain in insurance in force. 


The Capital, Surplus and Reserves for the protection of policyholders increased from 
$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


JAMES R. DUFFIN, President 
Eighteenth Year 
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CONCRETE EXAMPLES OF HOW BUSINESS 


HAS BEEN SAVED 


LBERT G. BORDEN, inspector | 
A of agencies-at-large, in charge of | 

the conservation work of the 
Equitable of New York, has gathered 
together a number of interesting ex- 
amples of conservation of business. 
Here are some ot them: 


1. THE POLICY WITH THE LOAN 


A recent case of conservation handled 
at Chicago involved an ordinary life 
policy for $100,000, issued in 1912, at 
age 34, with an annual premium of 
$2,728. The client had borrowed $15,000 
en this contract and at the end of the 
11th year decided to surrender the pol- 
icy and take out new insurance for the 
difference of $85,000, because it ap- 
peared to him that the premium and 
the loan interest—totaling $3,478—were 
more than the cost of the proposed new 
insurance. 

The following table was placed before 
the client: 

Premium on proposed 
policy for $85,000 at 


ON GS cceecscsenacne $3,361.75 
Premium on old policy.$2,728 
LGGR Mberest .ccccccse 750 


Less 11th year dividend 68 2,610.00 





Difference in favor of 
the old policy ....... $ 





AND KEPT ON BOOKS 


. 
past year he was interviewed by a 








smooth “insurance adjuster,” who tok 
him that his policy was all wrong, and 
advised him to cancel it, invest the cash 
value, and buy term insurance. rhe 
policyholder was upset, and not only 
notified our agents that he would drop 
our policy, but closed out insurance in 
other companies. Recently, the policy- 
holder came to New York, and a rep- 
resentative of our department of con- 
servation and service called on him with 
the agent, and fortunately succeeded in 
convincing the man of the wisdom of 
continuing the existing contract. The 
conversation which took place was on 
the following lines: 

“Mr. M., you admit vou value the in 
surance, and it is simply a question of 
cost? Yes? Are you aware that if 
you were to buy new insurance, the 
cheapest rate that you could get would 
be from $20 to $30 per $1,000, namely, 
on the term plan, if same were obtain- 
able, the rate depending upon whether| 
you bought a short or a long term pol-| 
icy? We will assume, for the sake of 
argumeny, that you were to buy a policy, 
the premium on which will be, say $25 
per $1,000. As against any such rate.| 
by continuing your present policy, if 
only for 2 years, the outlay per $1,000 
will be less than $10 per $1,000 as fol-| 
lows: | 


A. G. Borden, inspector of agencies at large of the Equitable Life of 
|| New York, is a man of analytic mind. He delves into things in order to 


deduce general principles that can be applied to the business in a broad 
|| way. Insurance men these days are interested in any plan that will conserve 
business. One of the biggest problems before general agencies and com- 
|| panies alike is how to keep business on the books. Lapsing is an expensive 


process. There is no money to be made in writing a big volume if it is to 
slough off. Mr. Borden gives some concrete examples of how to save busi- 


ness that will be of real help. 








There was no further discussion as 
to which was the more desirable con- 
tract; the Equitable policy was = 





tinued. 
* * 7 


2 WIDOWS WHO WORK 


A client of the Toledo agency allowed | 
his $10,000 policy to lapse and was so} 
positive in his determination not to re-| 
store that the agent’s efforts at conser- | 
vation seemed to be useless. In a final} 
effort to drive home his arguments, the 
agent invited his former client to visit 
the local branch of one of the large 
packing houses where fowl are prepared 
for market. The sight of hundreds of 
women engaged in this work, coupled 
with some timely remarks by the agent 
to the effect that widows could always 
find a way to earn a living and that 
apparently many of them were forced to 
do that kind of work, so impressed the 
ex-client that the policy was restored 
without further effort. 

* * * 
3 “WHAT SAFE DEPOSIT BOX 
REVEALED.” 


One manager explains that one of 
the most embarrassing situations arising 

the life insurance business is the 
necessity of explaining to the wid ww or 
other heirs that policies found in the 
safe deposit box have no value becaus¢ 
they have been allowed to lapse. He 
frequently suggests that if the insured 
does not wish to continue 
hat they be given to tl! 
uture embarrassment rhis suggestior 
usually gets results 

* » * 


4. THAT “INSURANCE ADJUSTER” 
Here is another interesting case of 
conservation, involving a large policy in 


Chicago: 





Mr. L. M. three vears ago bought 
$195,000 of business insurance on the 
convertible plan. In the course of the 


2 X $53.45 (present premium). $106.90 
Deduct: 

Cash value in 5 yrs.. $163.00 

Less present cash 


We cchacdeenwans 88.00 

Cash value ....... $75.00 
Plus dividends: 

4th year ..... $5.66 


Sth year (it 
present scale 
is continued) 7.67 


Total net outlay for 2 vears pet 
$1,000 of insurance dire oi $19.57 

Or an outlay per $1,000 per 
year Oe sakeaeed 


From this you will see that the cost of 


continuing the present policy will be 
} —_— , ino ff 


in the neighborhood of but one-hall 
what you will have had to pay on the 
new policy: and even if vou were t 


figure on withdrawing the cash value 
of $88 and of investing it at 6°, th 
would furnish additional revenue of onl 





about $5 per year 





“In addition to the above is fur 
ther fact that two years trom now, t 
premium rate on your present poli 
can be reduced tron $53.45 per $1,000 


to $32.07, and vou will then have at 
1; 1; nol ¢ 





ordini te pohcy at a premiu! 
that would be less than a term rate at 

it time 

’ ‘ ' 

Tl act that the 1 é S 

! ] t O ( ver 
} +! ; ° ~ ; 

} " 
st wed that ( s S 

c or the rl en 


5. EXTENSIONS VS. LOANS 


S. L. Roddey of the Rock Hill agency 
whose low lapse record, bot s ti 
ber ot m lie al | i ur ( 
is exceptional, iss tely 
quainted with his clients that he is well 


posted as to their affairs 
His methods in conservation are sim 











Commercial Life Insurance Co. 


IN THE HEART OF AMERICA 


Kansas City, Missouri 


The Commercial Life Insurance Com- 
pany, of Kansas City, Missouri, the 
Heart of America, has good territory 
open in Missouri, and will offer you 
a contract with Bank co-operation and 
a Field Superintendent to assist you 
in writing business. 


Attractive policy contracts. Our 
Child’s Endowment Bond, and our 
3 in 1 policies are winners. 


OFFICERS 


F. H. UEHLING, President W. K. BRAMWELL, Vice-President 
WILMER LYONS, Secretary-Treasurer 
DR. C. E. TOLLE, Medical Director 


Fifteen months insurance in force Dec. 31, ’23 
$1,739,000.00 


305 Reliance Building 


Kansas City, Missouri 

















POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
twe years of careful research and experience. 
NY 


THE OTIS HANN COMPA 
10 So. La Salle St. Chicago, Illinois 








ROBERT F. COMER, General Agent, Southern Peninsula, Michigan 


THE MIDLAND INSURANCE COMPANY 


OF ST. PAUL, MINN. 
Life Policies that Sell 


For Agency at 
FLINT, JACKSON, PONTIAC, PT. HURON, MICHIGAN 


Address 
Robert F. Comer, 802 Hammond Bldg., Detroit 











COMMISSIONS 


earned play a very just and necessary part in the building of a successful 
Life Insurance Agency. 

But to become absorbed in counting commissions, instead of finding 
joy in the great blessings distributed, is to lose sight of the very genius 
of Life Insurance. 


lence in the Company, its policies and its management, are 


Conf | 
essential to an agency's true growth 

Devotion to the ideals of Life Insurance, that its agents may have an 
honest basis for confidence, is the constant thought of this company. 


For general agency information, address M. A. Hyde, Assistant Secretary. 


The Security Mutual Life Insurance Company 


of 


Lincoln, Nebraska 
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Full Measure 


Beneficiaries under policies in The Lincoln 
National! Life Insurance Company share in the 
excess interest earnings of the Company on 
funds left with the Company in trust or pay- 
able in installments, and the allowance at 
this time brings the interest return up to 


37 


This applies to beneficiaries under non- 
participating policies as well as its former 
participating forms. 


On monthly income policies the beneficiary 
begins to share in the excess interest earn- 
ings with the second monthly payment and 
does not have to wait until the second year 
to gain this added benefit. 


You can assure your prospects that their 
Company gives them full measure when you 











The 


Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $300,000,000 In Force 























ple. If a client has not paid his prem- 
ium by the end of the grace period, he 
gets in touch with him at once, either 
by phone or personal contact. If the 
client says he cannot pay the premium, 
Mr. Roddey suggests that the Equitable 
will probably accept a partial payment 
and defer payment of the balance for 
30 or 60 days beyond the grace period. 
This suggestion is followed in practi- 
cally every case, and it is Mr. Roddey’s 
practice to suggest a short rather than 
a long extension, so that another may 
be granted later on if necessary, and 
the method of premium payments will 
permit. He collects 25% of the prem- 
ium with each extension request. By 
following this course, the question of a 
policy loan is usually avoided. 
* ~~ ~ 
6. POLICYHOLDERS GROW BIGGER 


The experience of District Agent W. 
QO. Parsons of the Atlanta agency shows 
clearly that it pays to follow up the 
small policyholder. 

One of his clients who held several 
Equitable policies, allowed one for $1000 
to lapse in March, 1922. Repeated ef- 
forts on the part of Mr. Parsons finally 
resulted in restoration in May, 1923, 
more than one year after lapse, and the 
client was so pleased at his persistence 





A. G. BORDEN 


Inspector of Agencies-at-Large, 
Equitable Life of New York 


that he not only thanked Mr. Parsons 
but told him he would be in the market 
for more insurance in the fall. Mr. 
Parsons secured an application for $5000 
20-payment life in October, and he is 
now enthusiastic in his resolve not to 
neglect the small policyholder because, 
as he states it, the $1000 men of today 
become the $5000 and $10,000 men of 
tomorrow. 
~ * 7. 


7. COLLECTED ACCOUNTS TO PAY 
PREMIUM 


An unusual method was followed re- 
cently by J. J. Conyers of the Rock 
Hill agency in effecting the restoration 
of a lapsed policy for $10,000 on the 
life of a local physician. An interview 
disclosed that the discontinuance of the 
insurance was due entirely to financial 
reasons and, after suggesting an exten- 
sion or a change to quarterly payments 
without results, Mr. Conyers learned 
that the physician had some good ac- 
counts on his books that he thought 
might be utilized in connection with 
the proposed restoration. His sugges- 
tion that a sufficient number of these 
accounts be covered by notes of the 
patients which could be discounted met 
with the physician’s approval and the 
transaction was completed. 

Mr. Conyers’ action in this emergency 
shows how far a resourceful agent may 
go in his efforts at conservation. He 
not only did the physician a good turn 
but earned for himself a renewal com- 
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mission that might have been lost oth- Increased cash value 
erwise. at end of 8th year.. 385.00 
ses —-_ WINNIPEG’S 
: omen @ . : . —_ (Actually arger . . 
8 AGENT’S STANDING AT STAKE omy SE, = $466.10 New — First Class — Downtown and Leading Hotel 


Agent Frank P. Powers of Quamba,| $10,000 (second policy): 


Minn., connected with the St. Paul ee ces pas $774.70 
agency, places a considerable amount of 3rd vear dividend .... $30.90 e ar oroug 


his business among the farmers in his Increased cash value 

section. It is frequently necessary tor at end of 4th year.. 490.00 240 Rooms — 220 Baths — Sample Rooms 

him to take long drives in order to ren- ie eee 

der to his clients the Equitable service $987.00 $1221.45 | Within three minutes of all Insurance Offices and ‘Agencies 
to which they are entitled. A recent 987.00 and Center of 


case of conservation work required him onl . . , : a 
to drive 12 miles from town in such cold] Net “cost” for 1 vear of $15,000 Financial, Wholesale, Shopping and Theater District. 


weather that the radiator of his car of insurance ........cceceee $234.45 R. H. Webb, Manager 
froze, but he had the satisfaction of (CONTINUED ON PAGE 27) | 
the waste basket. 


“bringing home the bacon.” 

In spite of the distances he is re- 

Not daunted by this, the agent took 
the notice out of the basket and know- 
ing where the merchant banked, filled 
in a check for the premium, and placed 
it before him for signature. When 
asked why he was interested in con- 
serving insurance in another company, 
the agent replied, “My business is to 
persuade people to carry life insurance, 


4 quired to go, Mr. Powers feels it is 
good business personally to interview 
not to lapse it.” 

The merchant not only signed the 











each client, because, as he sees it, if 
lapses are allowed to occur not only 
may the standing of the company in the 
community be jeopardized but the 
agent’s own standing as well. This is 
sound logic. 

. = *x 


% DISINTERESTED SERVICE PAYS 
DIVIDENDS 


A high-minded representative of our 
Nashville agency called recently on a 
local merchant to discuss the subject of 
life insurance. The merchant claimed 
he was overinsured already. In fact, 
the agent caught him throwing a prem- 
ium notice from another company in 



























check, which was mailed by our repre- 
sentative, but has since bought $5,000 
1 of Equitable insurance, and has recom- 
mended several of his friends to the 
agent, who has insured them, 
7: * * 
10. LANDLORD INSISTED ON TENANT'S 
INSURANCE 
An ex-client of the Nashville agency 
refused at first to consider restoring his 
lapsed policy. The agent, however, was 
resourceful, and persuaded the landlord, e 
who was acquainted with the insured’s 
affairs, that he was directly interested 
in his tenant’s carrying insurance so as 
to forestall dispossess proceedings in 
the event of the tenant’s death. This I N D I AN APOL I ‘ 
argument so impressed the landlord 
that he finally agreed to advance the . 
premium . Established 1899 
In closing the transaction, it was 
necessary tor the landlord to accom- 
pany the tenant to our office. Here HERBER | M WOO]! | EN 
the landlord made such a fine argument e 
for all the life insurance an individual ENT 
could carry that the agent had the land- PRESID 
lord himself examined and _ placed 
$45,000 of convertible insurance as the 
result of his interest in the restoration 
of a $5,000 policy on the tenant’s life 
.- « 
Il. INCREASING VALUE OF PAR- 
TICIPATING POLICY 
s 9 A client in Chicago had been pet 
suaded to resurrender all his insurance 
several companies and replace thes nn ——— — ——————— = SS 
olicies with new insurance, 1m this cas¢ 
n the non-participating plan. Of a N | 
tal of $49,000, the Equitable had tw | 
] ' tar 5 Y] ' h ) = 
a ‘ © lor 3 ser} on the nits ay HOME OFFICE 
nt life plan issued in 1916, and the 
oly Bn Rg se ee SPRINGFIELD, ILLINOIS 
tor L1U,t » On th convert it | 
, issued in 1920 | An Old Line Legal Reserve Life Insurance Company 
i ‘ i aaa v~ * 
he ordinary life rate on the 4 | A Company of Service 
) : an ¢ th So nena? ¢ . . : . , 
ose “4 new i ance at the See Aaa el Service to Policy Holders Service to Agents Service to the Public 
1 age as $59.87, and, i T . . . . ae : 
ares a . that th . >| cod oe . = Operates under the Famous “‘Registration Act”’ which requires the reserve on every policy issued to be deposited 
* a d * ~ toll os Bhug ati ee aaa | and held in Trust by the Insurance Department of the State 
ill-advised, the toliowimng sta lent as - — . ° —— 
presented to him: Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments r 
$5,000 (first Equitable policy): | A few good openings for good live producers in Illinois. Correspondence Invited. 
4 Sth Premium .......... : $446.75 H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J.R. NEAL, Sec. 
7th year dividend $81.10 
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Keep Prospect List Fresh 


AN AGENT should study prospects. He 
should have enough prospects on his list 
at all times to keep him more than busy. 
Frequently an agent is not producing 
business. An analysis of his trouble 
would show probably that either he has 
not the right kind of prospects or he is 
not working. People who believe in life 
insurance are easier to sell, of course, 
than those who are in a doubtful state. 
Take the eastern section of our country, 
for example. The people have the insur- 
ance sense. They believe in insurance. 
They have seen its effects. They have been 
They pin their faith 
Life insurance men 
insurance 


taught to purchase it. 
to proper protection. 
therefore find it easier to sell 
in New York, Massachusetts, Pennsyl- 
Maryland and other states than 
North Dakota, Nebraska, or 
People have purchased 


Vania, 
they do in 


Montana. who 


insurance make good prospects. They 
have been converted to its value. When 
an agent is able to create a real desire 
in the mind of a prospect there is no diffi- 
culty in selling him insurance. 

If an agent finds that his prospect list 
is growing stale he needs to check it up 
and ascertain what the difficulty is and in- 
ject some new blood into it. Each new 
policyholder secured should be good for 
at least three prospects. The new as- 
sured has been sold insurance and has 
purchased it from some agent represent- 
ing some company. Therefore one can 
believe that the new assured is satisfied 
with what he has done. The man insured 
has friends or relatives no doubt who 
would make good prospects. He should 
be the hub and from him should radiate 
other prospects. This is where 
the endless chain idea can be applied. 


a Case 


Growing Importance of Office Planning 





omy, for giving the most satisfactory 
working conditions for efficiency. Agents 
in the field are demanding prompt serv- 
It will pay 
the recent 


ice in getting their policies. 
interested to study 
structures and see for him- 


anyone 
home office 
self how much thought has been given 
to providing the most efficient equip- 
ment and office planning. 


Another Argument for Insurance 


More and more life insurance compa- 
nies are erecting home office buildings 
or modernizing those that are already 
n use. As companies grow larger they 
find that there is much in office plan- 
ning. Under t old system there was 
atoaie . stan ee 

uch dupl on of W delay, 
much loss of time. T home 
offices are equipped for speed, for econ- 
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One of the companies in commenting on 


this remarkable statement said that if such 

mes are so obviously unstable as to 
‘ and ct deration under the federal 
t certainly th should be pro- 
tected by every possible means by their 
recipient Th affords, therefore, an- 

er rument for ice. It is a very 
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William H. Overcasher of the Curtis 
A. Huth general agency of the Missouri 
State Life at Canton, O., is the answer 
to the query: “Is there a place for the 
part-time agent in life insurance? 

Mr. Overcasher has the highly devel- 
oped trait of doing two things at the 
same time and doing both well. Al- 
though employed regularly as a chemist 
for the United Alloy Steel Corporation, 
he has paid for $108,000 of life insurance 
since Jan. 1, 1924. He is an aspirant for 
the Quarter Million Club, an honor that 
many full-time agents have never at- 
tained. He is just 30 years of age and 
has been selling life insurance since 
Aug. 14, 1923, when he signed his con- 
tract with the Huth agency. He is 
married and has two children and attri- 
butes his success to the incentive fur- 
nished him by his family. 


Will O. Ferguson, Penn Mutual Life 
general agent at Evansville, Ind., keeps 
his ear glued to the door, ready for the 
knock of opportunity. The other day 
a local philanthropist pledged $50,000 
to a university. As soon as the an- 
nouncement was published, Mr. Fergu- 
son called on the philanthropist and 
showed him how he could complete the 
gift by backing it up with a life insur- 
ance policy. The agent won his case. 


Lucius L. Manry of the Penn Mu- 
tual Life general agency at Richmond, 
Va., recently celebrated the 50th anni- 
versary of his entrance into the life 
insurance field. He left a farm in 
Southampton county, Virginia, to be- 
come an agent for the now extinct Vir- 
ginia Protection Life Association, at a 
time when life underwriting was looked 
at rather dubiously. He took this step 
against the earnest entreaties of friends, 
but on his first day he sold three poli- 
cies for $2,500 each, for which he re- 
ceived a total commission of $18—a 
large sum in those days! He has served 
under four presidents of the Penn Mu- 
tual and under four general agencies, 
the present one being Diggs & Cary. 
He is now 78 years old and still going 
strong. His best annual work was in 
his 73rd year, when he personally did 
more than $500,000 of business. 


Mrs. F. J. Uehling of Omaha, wife of 
the president of the North American Na- 
tional Life, has demonstrated that her 
husband is not the only member of the 
family who can qualify as a successful 
lite insurance producer, 

ing the wife of an insurance 
aie “Mrs Uehling, “and having 
the subject discussed morning, noon 
night, I finally decided I would try 
luck in the game.” 

She started without anv experience 
whatever in soliciting, although with a 
knowledge of life insurance as 
a result of her husband's long associa 
tion with the business, and sold more 
) $40,000 her first which would 
good record even an old timer 


man,” 
heard 
and 
my 


good 


week, 
for 


the business Mrs. Uchling does not 
ntend to give up her home work to en 
ter actively into the business field, but 

ivy take a hirl at selling insurance 

encve he teels so di pr ed. 

W. J. Gilmartin, who was recently 
appointed assistant manager of the 
Aetna Life at Philadelphia, wrote 41 
application last year and delivered 40 
of then His total volume for the year 

ove 000, THe rted his worl 

1 thie etna Casual thout maine 

Ca we omy ith the bond d part- 

ent 1 hve hie ent to I’ delphia to 


Darby A. Day, Chic 
he Mutual Li tw 


forever,” Mr. Da 
fitted 
in the we t 


nda ye 
omel 


yency head 


quarter “a 


! he walls 


of his office are panelled in mahogany. 


There is a quiet dignity in all the ap- 
pointments. On the day that he took 
his seat behind the fine mahogany desk 
he found a number of gorgeous bou- 
quets coming from the office force, 
agents, Mutual Life Field Club and 
from individuals. 
| -— 

“Printer’s Ink” in one of its forth- 


coming issues will have a description 
of the window display of the Moore & 
Summers Agency of the New England 


Mutual Agency at Boston. This col- 
lection was later exhibited in a large 
room at 95 Milk Street. The various 


displays were originated by 
A. Lawrence and executed under 
an artist. Each adver- 
as it originally ap- 
peared in the front window of the 
agency on the street level. The window 
display created much attention, adver- 
tising as it did some of the functions 
of life insurance. There were some 30 
pictures and messages exhibited, all exe- 
cuted in colors. The agency has been 
invited by the Associated Advertising 
Clubs of the World to send the exhibit 
to London to be seen at the time of the 
international advertising convention. 

r. John A. Stevenson, second vice- 

president of the Equitable of New York, 
gave the first address at the convention 
of the sales executive division of the 
American Management Association in 
Chicago, last week. His subject was 
“Cooperative Research in Sales Manage- 
ment.” He told how this sales execu- 
tives’ organization is a central clearing 
house for sales ideas and programs. 
The value of cooperative research was 
first shown in the life insurance business 
in the collection of statistics for develop- 
ing mortality table. If life insurance 
companies could pool their experiences 
with sales in the same way, great pro- 
gress could be made in reducing s sales- 
manship to a more scientific basis, he 
declared. 

Dr. Stevenson presided at one after- 
noon session of the conference. 


window 
George 
his direction by 
tisement was “set” 


A. L. Hart, who resigned as president 
of the Des Moines Life & Annuity that 
he might take the position as general 
agency manager of the Northwestern 
Life of Omaha, was chosen vice-presi- 
dent of that company Thursday. Upon 
his resignation in Des Moines, J. J. 
Shambaugh, formerly president of the 
Preferred Risk, was elected president 
of the Des Moines Life & Annuity. 

Tribute was paid to Dr. Lawrence G. 
Sykes, who recently resigned as 
ciate medical director of the Northwest- 
ern Mutual Life of Milwaukee to become 
medical director of the Connecticut 
General Life of Hartford, at a meeting 


asso- 


of the Milwaukee Academy of Medi 
cine, of which Dr. Svkes has been sec- 
retary Friends in the medical profes- 


hear- 
citv 


sion expressed profound regret at 
ing that Dr. Svkes would leave the 








on May 1 to assume his new duties at 
Hartford. 

Albert I. Beach, who was recently 
elected mayor of Kansas City by a 
healthy majority, is a director of the 
Business Men’s Assurance. Mr. Beach, 
whog is one of the strong men behind 
the B. M. A., is one of the most a 
| tive and puble spirited men in Kansas 
} City He is a prominent attorney and 
has been active im many organization 
in hat cit 

When Mi Laura Buckley, a ‘ 
plove in the office of the Kansa C its 
Late at San Antomio le wa taken 
jill recently, the attending phy mans an 
}nounced a blood transfusion would be 
} necessary D. McCrum, manager of 
the San Antonio othe wa the first to 
| offer and give his blood in an attempt 
to ave the Ite of hi emplove The 


transiusion was made but the operation 








April 17, 1924 LIFE INSURANCE EDITION 15 








was futile. Miss Buckley died a short) 


time aiter the operation. 
As a result of the large amount of 
blood drawn from his veins the condi- _— 
tion of Mr. McCrum became so critical 
he was ordered to a quiet place to re- 


cuperate. He is spending several days 


Soo ee" LIFE INSURANCE COMPANY 


Edwin Starkey, vice-president and - * = 
sales manager of the Mid-Continent 
Life, was appointed chairman of the 


speakers committee for the annual mer- 






chants and business men’s trade tri 4 4 
= ie ‘CAlahaaes City May 13. To | Starts in April Issues of 
Starkey sent questionnaires to the vari- 
“ ous civic organizations, asking for de- 
ion. This data he will place in the hey ? 
Hoes of the teats, Tehehuici 2 et| ATZOSY-ALl Story os Peoples ¢ Several Others 


aid his speakers in addressing o 
crowds at the various towns visited, Mr. ‘ 

Amercan Magazine per rererena Everybodys, Munsey 
ailed inio ation, -varding ¢ -om- ¢ Ou epredinlalive 
munity, such as age et town, ong of! AAVENCUIC, Ainslee'’s Short Story, Popular 
name, population, and similar iniorma- 

UNUSUAL OFFER 

Te Full or Part-time 







dress that specific community. 

James A. Rodman, vice president of 
the Northwestern Life of Omaha, has 
received the Republican nomination for 
representative to the state legislature 
from his district in Omaha. Mr. Rod- 
man has been a member of the two 
previous legislatures and during the last 
session was floor leader in the house. 
If elected, he will probably be a promi- 
nent candidate for speaker of the house 
at the next session. 
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| LIFE AGENCY CHANGES 
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| 
RENICK WITH RESERVE LOAN| 


Former President of the Indiana Na- 
tional Life Has Become Head of 


Indiana Agency Mi! this coupon TODAY 


Pas aMER ad | wots 


Chas. D. Renick, formerly president 
of the Indiana National Life, which has 

















; now merged with the Inter-Southern 
Life of Louisville, has accepted the po-| 
sition of state manager with the Re-| iS. tie 
serve Loan Life of Indianapolis, ior In-| 
diana. 
eel } 
Arthur T. Galloway 
Arthur T. Galloway, formerly one of | 
the leading producers of the Provident 
Mutual, has been appointed agency sup- 
ervisor of the Harper Moulton agency | 
of the Minnesota Mutual Life in Chi- — 
cago. Mr Gall way was connected 
with the Equitable of New York betore 
he became associated with the Provident | 
Mutual 
He is an ex-service man He went 
over with the 13th engineers, and ser The purpose of the cut shown As is well known bv Life U 
with the Fourth French Army until “| 1: ier” = Tee a "> so se ee 
in ade tla ix & Cheon above and this entire advertise derwriters Pan-American set 
with a wide acquaintance in that local ment is to draw attention to the ice also includes Unexcell 
upon which the agency hopes to capi- | Loe ie ° . , — . . a ; 
talize in developing Chicago and north- | plans lor intensive territorial LOW-CoOst LIre t cies he) 
rn Illinois territory He was manager layvelanment andanted hr the tamdtased TBWatial Cae 
‘ a 1 err te Wa anag cdeveiopment adopted Ov tne standard tf! cies I < 
the service and audit department n . .- : y _ » 9° ; : 
ia medica taken. nee aaeet ak tle Pan-American Lite Insurance average Lives, Child's Educ 
work was along the lines ot conserva & mpany. tion | End wment ( .y _ T on 
tion of business and service to policy : } See ° ay ; ee . a . 
holders. The Harper Moulton agency is} We have a caretully prepared surance and all torms of Ace! 
growing rapidly, Educational Course which dent na Ey lth Incnranc 
en : 
A. C. Baume teaches the tundat ¢ t S ¢ I the \\ e have t s ft C I 
; 4. C. Baume has bee of business, and a Sales Planning of Gene \veney gs 
hanent ‘ 1 ur 1 t Miss Departme I which eve Ds \ \ \ W 
? ' hy , , 
~ag* Pg Shean B ‘ pr spects and arr: ves inte c c see > Sere Q 
hat I ! t He ed Views IT « . \ tc = 


very succes. Address 


Midland Mutual Appointments E. G. Simmons, Vice-President and General Manager 
The Midland Mutual of Columbus is Pan-American Life Insurance Company 


now organizing the states ot Indiana 

and West Virginia. Dale S. Connor « New Orleans, U. S. A. 
Fort Wayne, Ind., and W. A. Kown 

\nderson Ind l ve been appointe 


general agents in that state. W. S$ Crawford H. Ellis, President 
Woodrow of Charleston, W. Va. and 
("Donnell & O'Neil of Wheeling \W 
Va., have taken general agencies An 


other general agency appointment of 
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the Midland is Guilfoy & Wilson of 
Lansing, Mich. 


Lawrence B. Ross 


Lawrence B. Ross has been appointed 
general agent for the George Washing- 
ton Life in Oklahoma. The company 
has just entered the state and will for 
the present have headquarters at Enid, 
though Mr. Ross will later move to 
Oklahoma City and open state offices 
there. He will spend the first few 
months developing an agency organiza- 
tion in the famous wheat country with 
Enid as his headquarters. Mr. Ross 
is the son of Judge Leslie B. Ross. He 
is an experienced life underwriter and 
knows the Oklahoma field. He has 
appointed C. W. Andrews as district 
agent at Enid. 





J. Frank Montgomery 


J. Frank Montgomery has been ap- 
pointed superintendent of the western 
department of the Old Line Life of 
Milwaukee, with headquarters in Oak- 
land, Cal. Mr. Montgomery will cover 
the entire coast territory. He was at 
one time agency manager of the or- 
dinary department for the American 
National of Galveston and later was 
agency manager for the Southland Life 
at Dallas. 





Milligan & Caraway 


W. J. Caraway and B. L. Milligan, 
managers for the America National of 
Galveston in Los Angeles, have organ- 
ized the firm of Milligan & Caraway, 
under which title the company’s general 
agency in southern California will here- 
after be known. Mr. Caraway was for- 
merly manager of the Federal Life ar 
Oakland, Cal. 


Joseph Beyer 


The Montana Life announces that 
Joseph Beyer has been appointed gen- 
eral agent at Santa Barbara, Cal. 





O. L. Bussell 


O. L. Bussell, who recently resigned 
as district manager for the West Coast 
Life at Berkeley, Cal., to join the Cali- 
fornia State Life, has been advanced to 
the post of general agent for that com- 
pany ‘with headquarters in Eugene, Ore., 
Mr. Bussell's former home, and where, 
prior to going to California, he was a 
acceler personal producer for the 
Metropolitan. 


H. G. Giberson 


H. G. Giberson has been given the 
entire southern part of Illinois by the 
Northwestern National Life, with head- 
quarters at Alton. Mr. Giberson was 
until recently in charge of the territory 
surrounding St. Louis. Wilbur L. 
Brimm has taken over the Missouri ter- 
ritorv whicl Mr Giberson leaves Che 


arrangement has placed the two men in 
their own home territory, Missouri 
being Mr. Brimm’s home and Alton the 
home city of Mr, Giberson, who repre 
sents that section of the state in the 
Illinois senate. 


Minnesota Mutual Appointments 


The Minnesota Mutual Life an- 
nounces several coast general agency 
appointments made by Vice-President 


©. J. Lacey. whe has just completed a 
trip to the Pacific Coast. Among the 
new appointments are: Harry Rogers, 


Santa Barbara; Joseph Wahrhaftig, San 
Jose; E. R. Paxton, Stockton, and John 
V. Hines, Sacramento 
W. S. Faber 

W. S. Faber, former manager of the 
Travelers in Detroit, is now manager 
of the life department of the Detroit In- 
surance Agency with offices in the Dime 
Bank Building. 


L. G. Saunders 


L. G. Saunders, who recently resigned 
as a personal producer of the Provident 
Mutual Life at San Francisco to be- 
come district manager of the West 





Coast Life at Oakland, Cal., has re- 
signed the latter position, and is leaving 
life insurance to enter the banking busi- 
ness. Before going West, Mr. Saund- 
ers was at one time agency supervisor 
in New York City for the Provident 
Mutual Life. 





F. W. Lindow 


F. W. Lindow has become associated 
with G. W. Farley as general agent for 
the Equitable Lite of lowa at Toledo, 
O., the agency to be known as the Far- 
ley & Lindow agency. Mr. Lindow has 
been with the Union Central Life for 10 
years at Toledo and has built a large 
personal clientele. 





E. J. McMichael 


E. J. McMichael has been appointed 
general agent for the Equitable of lowa 
at Lynchburg, Va., succeeding P. G. 
Cosby, who resigned recently to devote 
his full time to his general insurance 
agency. Mr. McMichael was formerly 
at Canton, Ga. He was personal risk 
inspector and adjuster for the Jefferson 
Standard Life for two years, but re- 
cently returned to the selling branch of 
the business. 





O. L. Edwards and S. M. Snell 


Orrin L. Edwards and Samuel M. 
Snell have been appointed general 
agents of the Equitable of Iowa for 
Hennepin County, Minn., including Min- 
neapolis. Mr, Edwards and Mr. Snell 
have been associated with the Equitable 
in Minneapolis for 14 years. Both are 
popular men in the Twin cities and Mr. 
Edwards was president of the Minne- 
apolis Life Underwriters Association 
three years ago. 





F, E. Post 


F. E. Post has been appointed gen- 
eral agent for the Northwestern Na- 
tional Life in western Washington, with 
headquarters in Seattle. Mr. Post has a 
very successful record as a personal pro- 
ducer and organizer. He wrote in ex- 
cess of $600,000 of personal business an- 
nually and has built two large agencies. 
Mr. Post takes over the agency which 
has been operated by P. F. and Earl 


Paid. 





H. V. Patterson 


The Ohio State Life has opened of- 
fices in Oklahoma City at 202 Braniff 
building. HH. V. Patterson is general 
agent. 





S. R. Bowman, Jr. 


S. R. Bowman, Jr., has been ap- 
pointed Pacific Coast supervisor for the 
Acacia Mutual Life, with jurisdiction 
over California, Washington and Ore- 
gon, At the present time the company 
is entered only in California but appli- 
cation for certificates of authority has 
been made to the northern states and 
it is expected the company will be oper- 
ating there within the next few weeks. 
Mr. Bowman has been manager for the 
San Francisco branch of the Acacia 
Mutual. 


Pritchard & Hindman 


Pritchard and Hindman are newly 
appointed representatives of the Inter- 
national Life of St. Louis at Pittsburgh, 
Pa., with offices in the Home Trust 
building. 





Charles P. Whitbread 


Charles P. Whitbread & Co., St. 
Louis local agents, have been appointed 
general agents of the Central States Life 
of that city. The Whitbread office 
Writes a general line of insurance and is 
one of the well known agencies in that 
city. 





Miss Zaidee A. Scott 


James A. Walsh, general agent of the 
Massachusetts Mutual Life for Connect- 























The Happpe 


When a person engages in thayork 
sponsible legal reserve life insurancgomp 
a thrill and never leaves it without pang 


There are many men who wergt on 
who severed their connections becag of p 
good, legitimate reasons. Some offem 
return to the work in which they 
surance records are clear with the 
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»phess Thrill 


n thavork of life underwriting with a re- 
rancgompany he enters the business with 
out pang. 


wergt one time a success in this business 
yecap of personal investments or for other 
ie ofhem now think they would like to 
=y we previously successful. If their in- 
the mpective companies they represented, 
h mdat this time. 
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icut, has opened a women’s department 
in connection with the Hartford agency, 
and has appointed Miss Zaidee A. Scott 
manager. At one time the company 
owned a large building in Chicago which 
was under Miss Scott’s management. 
She has acted as cashier in Indianapolis 
and Minnesota and was transferred to 
Hartford about four years ago as cashier 
for Connecticut. Miss Scott is promi- 
nent in the Business and Professional 
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Women’s Club of Hartford and is chair- 
man of the finance committee. 


Life Agency Notes 

John N. Adams of Rigby, Ida., has 
been appointed district manager for the 
Idaho Life. Mr. Adams has been cashier 
in a local bank at Rigby. 

William H, Little of the home office 
of the Aetna Life and former manager 
of the company's Boston agency, has 


|} Joined the new Aetna office of Smith & 


Searles at Buffalo, N. Y., to aid in de- 


| veloping group and wholesale insurance. 
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See 
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REPORT GOOD OHIO BUSINESS 


Superintendent Conn’s Preliminary De- 
partment Figures Cover 1923 Re- 
sults of Life Companies 


COLUMBUS, O., Apr. 15.—The pre- 
liminary report of the Ohio insurance 
department, published last week by Su- 
perintendent Harry L. Conn, shows a 
total life insurance business in the state 
in 1923 of $116,946,340, insurance in 
now being $78,098,371. Ohio 
companies paid for $13,109,905 in or- 
dinary and $5,993,036 in industrial. 
companies of other states paid for $74,- 


464,333 in ordinary and $21,785,452 in 
industrial. The total group business 
written in the state by all companies 


was $1,593,614. The leader in ordinary 
in 1923 was the Metropolitan Life with 
a total $8,952,711, the New York 
Life second with $6,999,040. The next 
in order were: Prudential, $5,916,849; 
Northwestern Mutual, $5,771,267; Mu- 
tual Life of New York, $4,955,467; 
Equitable Life of New York, $4,412 
Union Central, $4,135,898. 
Prudential was the leader in industrial 
with a total $10,974,520, the Metro- 
politan writing $8,454,319 and the Wes 
tern & Southern, $5,848,985 in indus- 
trial. The Travelers was the leader in 
group insurance with a total of $456,- 

and the Equitable Life New 
with $441,618. 


591, 


York second 
To Examine Northeastern Life 


Authority has been 
superior court of New 
Insura Commissioner 
examine » books of the 
Life. President Jamieson, whose con 
troversy with the United Life & Acci 

well known, had declined to 
the books to be examined the 
ground that the company was not « 
that a I 


or 


o! 


of 





the 
tor 
to 


granted by 
Hampshire 
Sullivan 





on 


loing 


llow 


usiness and vetition tor sus 


pension of the charter was 


ending in court. 
{om 


Buffalo Agency’s Great Record 


Edward Garnett, director of the Buf 
falo, N . & branch of the New York 
Life, was honored Saturday by a visit 


second vice pres 


Jame s E 


from Walker Buckner, 
t the company; 


A , 
ent ¢ Briggs, 


inspector of agencies for the eastern 
department, and Dr. Francis C. Evers 
assistant medical director Mr. Garnett 


s now entering his 25th year in charge 
f the Buffalo branch and under his 
direction it has shown wonderful 
growtl The office presented Vice 


President Buckner with 91 applications, 
ll had been secured within 24 hours 
his arrival, for $324,000 
The Buffalo branch has been 
average that should give 
it more than $12,000,000 for the year, 
approximately 35 percent better than the 
record for the same period of 1923. 


receding ot 
business 


hitting an 


Plan Endowment for Odd Fellows 


The Douglass & Boyd Newark gen 
eral agency of the Continental Life of 
St. Louis has under way plans for writ- 
ing a $2,000,000 endowment fund for 


| the night before his 80th birthday. 


The | 


The | 


Northeastern | 


Newark. The details of the plan have 
not been revealed, but needless to say 
it will prove a big achievement if they 
can successfully carry it out. 


Many at Lippincott Banquet 


Henry C. Lippincott, known as the 
dean of American life insurance, gave 
a dinner to fifty-five members of the 
Penn Mutual home office force at his 
home in Woodstown, N. J., last Friday, 
The 
55 guests constituted the selfsame group 
which had given Mr. Lippincott the din- 
ner which marked his retirement from 
position of manager of agencies 
after 48 years’ of service with the com- 
pany in 1922. Mr, Lippincott responded 
with flashing repartee to speeches by 
President Law, Vice-Presidents Kings- 
ley, Hamer and Toulmin, Stewart An- 
the bureau of field 


‘ 
the 
the 


derson, manager of 
service, J. Howard Jeffries, who was 
Mr. Lippincott’s assistant for many 
and J. Edward Durham, trustee, 
ral agent and president of the Penn 
ual Agency Association 


vears 





Connecticut Mutual’s Building Plans 
Wistar Morris of New 


known architect, has been 
the Connecticut Mutual 
the plans for the new home 
uilding, to be erected on the site 
cently acquired in Hartford 

Mr. Morris designed many of the in- 
and financial buildings in Hart- 
including the Hartford-Connecti- 
cut Trust Company building, the Aetna 
Insurance Company building, the Phe- 
nix Mutual Life building and the Phe- 
nix Insurance Company building 


Benjamin 
York, widely 
engaged by 
Lite to draw 


+} » | 


' 
ai 


surance 


ford 


Agency Celebrates Company Anni- 
versary 


PHILADELPHIA, PA., Apr. 15.— 
Celebrating the 64th anniversary of the 
founding of the Guardian Life, the 
Philadelphia agency under E. J. Berlet 


gave a birthday dinner last week. Vice- 
President Hansen of the Guardian, the 


principal speaker, announced that the 
Philadelphia agency led the field in in- 
| crease over quota tor the first quarter 
of 1924. Other speakers were Dr. S. S. 
Huebner, professor of insurance at the 
University of Pennsylvania and author 
of the life insurance textbooks; Dr 
Carpenter, chief medical examiner tor 
the Berlet agency and past president of 


} 
the Philadelphia Association of Medical 


Examiners; and Dr. Davison, president 
of this association Mr. Berlet an- 
ounced that $415,700 had been sold 
in a month’s drive in honor of Vice- 


Hansen, the average case be- 


$11,233 


Keeps Branch at Pierre 


Following the final merger of the 
First National Life, of Pierre, S. D., 


with the Continental Life of St. Louis, 


the home office effects of the former 
company were moved to St. Louis this 
week. 

In the future the Continental will 
maintain a branch office in Pierre, S. D., 
to be known as the First National 
branch, giving the policyholders of 
North and South Dakota home office 


service close at hand. H. Le Gros will 


| be in charge of the Pierre office and will 


supervise the company’s business in the 


members of the Odd Fellow lodges of | Dakotas 








18 


THE NATIONAL 


UNDERWRITER 


April 17, 1924 














TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 











Alexander Hamilton 
Forgot One Thing 


When Alexander Hamilton reached the advanced 
age of eleven, admiring but businesslike relations set 
him to work in a counting house. From there the boy 
wrote his friend, Edward Stevens: 


“T am confident, Ned, that my youth excludes 
me from any hopes of immediate preferment, 
but I mean to prepare the way for futurity.” 


And young Alexander kept his word with a ven- 
geance. At seventeen he had published two political 
pamphlets. At nineteen, he was a captain of artillery 
in Washington’s army; at twenty, a Lieutenant- 
Colonel and the General’s confidential secretary. At 
thirty-two he was our first Secretary of Treasury. 


But the duelling pistol of Aaron Burr wiped out 
in a single second this whole brilliant career. The man 
who laid the foundations of our nation’s finances left 
to his own family practically nothing but his famous 
name. With life insurance today, any man can do bet- 
ter for his family than did the most brilliant financier 
of a hundred years ago. 


The Prudential 


Insurance Company of America 


S 


Tre ~ 
muneTa Se 


masTee 
STRENGTH OF 
CUBRALTAR 


EDWARD D. DUFFIELD, President 


Home Office, Newark, New Jersey 

















IN THE MISSISSIPPI VALLEY | 
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COMPANY HAS SET NEW GOAL 


People’s Life of Indiana Strengthened 
by Addition of C. T. Tuck and 
Century Agency Force 


As a result of the recent merger of 
the Century Life of Indianapolis with 
the People’s Life of Frankfort, the goal 
for insurance in force at the close of 
1924 has been raised from $32,000,000 to 
People’s 


$40,000,000. The Life an- 





c. T. TUCK 


nounces that C. T. Tuck, who has been 
secretary of the Century Life since the 
organization of that company, has joined 
the agency department of the Peoples 
and takes with him the entire agency 
force of the old Century. With this 
combined agency force, the company 
believes that the goal of $40,000,000 
which has been set is a very conserva- 
tive figure. 

The combined insurance in force of 
the two companies now amounts to $37,- 
000,000 and the assets of the People’s 
Life are now in excess of $3,500,000. 
The company will have a gross income 
of more than $1,000,000 this year. 


New Kansas City, Kan., Company 


It was announced in Kansas City, 
Kan., last week that W. H. Gregory, 
who promoted the Federal Reserve Life 
of that city, was now organizing an- 


other company. It will be the Union 
National Life and will have its head- 
quarters im Kansas City, Kan. Mr. 
Gregory will be president of the 
company. 

None of the officers of the Federal 
Reserve Life will be associated with Mr. 
Gregory in the new organization. Mr. 
Gregory states that there is no fric- 
tion whatever between the two organ- 
izations, that he is one of the largest 


stockholders of the Federal Reserve and 
that he voted recently to continue the 
present management of the company, 
in which he has absolute confidence. 
W. H. Gregory’s brother, R. T. Greg- 
ory, has been associated with him in the 
general agency of that company and 
will continue in charge of the general 
agency, which controls 13 states. 


Missouri Department Report 


The preliminary report of the Mis- 
souri insurance department shows the 
total premium income of legal reserve 
life companies in 1923 as $60,520,216. 
Insurance in force on Dec. 31, was $1,- 
011,461,318. 


| 








NEARS BILLION DOLLAR MARK 


Louis Grows as Life Insurance 
Center—Comparative Figures 
by Companies 


St. 


ST. LOUIS, MO., Apr. 15.—St. Louis 
is rapidly becoming a billion dollar in- 
surance center. The ten old line life 
companies with home offices here now 
have more than $900,000,000 of insur- 
ance in force, while five assessment 
companies in the city could add $17,185,- 


000. It is certain that the billion mark 
will be passed before Jan. 1, 1924. 
Other Missouri old line companies 


today have approximately $328,125,000 
of insurance in force while stipulated 
premium companies of the state out- 
side of St. Louis are carrying about 
$2,000,000 of insurance. The total insur- 
ance in Missouri companies is $1.232,- 
316,213 in life and $17,185,000 in stipu- 
lated premium companies, grand total 
$1,251,501,213; the figures by companies 
are as follows: 
St. Louis Companies 
1923 
In Force Business 
State...$490,207,300 $155,499,488 
168,000,000 44,095,390 
78,000,000 
€5,800,000 
68,000,000 
13,650,000 
12,783,913 
$500,000 
5,000,000 
3,250,000 


Missouri 
International 
Standard 
Continental 
Central States... 
Amer. National.. 
Quick Payment.. 
St. Louis Mutual. 
Missouri L. & A. 
Reliable L. & A.. 


Totals $904,191,213 
Companies Outside St, 








$260,814,000 


Louis 
1923 
Business 
$59,554,417 


In Force 
Kensas City Life. $268,325,000 


Midland Life.... 26,000,000 5,393,613 
Bus. Men's Assur. 8,000,000 3,840,000 
St. Joseph Life... 12,000,000 2,500,000 
National Fidelity 18,000,000 5,064,744 
Liberty National 4,000,000 1,750,000 
Commercial Life 1,800,000 955,500 





Weta secccess $328,125,000 $79,058,274 
St. Louis Assessment Companies 
1923 

Business 

$ 6300,000 
200,000 
700,000 

6,000,000 
87,700 


$7,287,700 


In Force 

s. = 450,000 3 
Telit 350,000 
1,000,000 
15,006,000 
385,000 


Common. 
Crescent 
Dougias Li eee 
West. Fun. Ben.. 
People’s L. & A. 

Totals $17,185,000 


IS NOW READY FOR BUSINESS 


Builders Mutual Life of Chicago Ex- 
pects to Begin Writing Policies 
This Month 





The Builders Mutual Life of Chicago, 
organization of which was started about 
18 months ago, has completed the sale 
of its stock and expects to begin writing 
policies within two weeks. This is a 
stock company, with capital of $100,000 
and surplus of $28,000, but it will 
operate on a participating basis. Stock- 
holders will be limited to a_ specified 
percentage of earnings, policyholders 
participating jointly with stockholders 
in all profits beyond that point. The 
company will be represented by the 
Craftsmen’s National Service Agency. 
It will confine its writings to Masons 
and members of affiliated organizations. 

The officers are: E. E. Rullman, 
president; Gilbert Bergslien, vice-presi- 
dent, and Roy Zimmerman, secretary- 
treasurer. The Builders Mutual Life 
will confine its policy issues to the per- 
fected endowment forms, by which 
death automatically converts the policy 
to the lowest cost form issued by the 
company and the difference in premiums 
between what was paid in and what 
would have been paid had the policy- 
holder taken the lowest cost policy will 
be refunded, in addition to payment of 
the original face amount. The policy 
also provides that all loans will be made 
against the investment element and in 
the event of death will not be deducted 
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from the life insurance, nor will any | among the outside companies are as| of the Great Southern Club for June | ing the first ten days of April than 

follows: | 17-20 in Galveston. The Great South-| during the first ten days of any month 

renee Life ....+-. | ern Club is the result of the merger last | in the history of the company. 

| Soneanenigh ai. | Year of the company’s two producers : 

Life Ins. Co. of Va. clubs and all of the leading producers Approve Oklahoma Mergers 
ot the company now meet together. 


Walker Addresses Sales Managers Metrepelitan ..... 


Henry E. Walker, agency director for | Mutual Benefit.... 
2 Mutual Life....... 


extra premiums be added on the so- 
called loan insurance. 





The Oklahoma insurance department 
has approved the transfer of the West- 





Home Life Campaign On 





the New York Life, spoke on “Selling al V 2994406 14.471.426 ern Aid Association to the Eureka Re- 
Service” at the weekly luncheon of the ye — i"? 7716 448 41 ane ane | The Home Life of Little Rock is! serve Life of Muskogee. The Western 
Sales Managers Bureau of the St. Louis Northwtrn. Mutual 2'151.500 16.247.329 | making excellent progress on its $3,-/| has 3,900 members Another merger 
Chamber of Commerce Thursday. He)! pacific Mutual.... 2.402.867 8,028,243 | 000,000 campaign, reporting $500,000 | approved by the insurance department 
emphasized the value of life insurance} Prudential ........ 2,112,789 16,046,079 | examined business on Apr. 10 The | was that of the Oklahoma Aid Associa- 
to business men, and the service that! Travelers ........ 3,020,027 13,178,427 lcampaign is running over a 60-day | tion and the American Insurance Union, 
is given by life companies to their pot-| Volunteer State... 2,025,619. 6,979,362 | period and results thus far indicate that | of Columbus, O. The transfer must be 
icyholders, In industrial the Metropolitan wrote | 4) production records of the company | also approved by the Ohio commis- 


$10,489,232 and the Life Insurance Com- 


pany of Virginia $7,488,178. the Life & sioner. The Aid Association has 11,000 


members. 


will be broken. 





Plan District Federation Meeting Casualty $6,093,288, and the American | 5 aaa 
ee — National of Galveston $1,417,147 The Lamar Writing Big Total 
ROCKFORD, ILL., Apr. 15— Che Travelers led in group, its business Southern Notes 


annual district conference and dinner of | peing $2,856,850. The next company was The Lamar Life is setting a new 
the Insurance Federation of Illinois will | the Metropolitan with $1,789,150 and the | record in new business this month, hav- 
be held here Apr. 30, with several prom-| Aetna Life was third with $1,065,480 | ing paid for $619,500 in new business 
inent insurance executives as guests and jin the first ten days of April. This is 
speakers. Among those who will come 


Rr. H. Angell, president of the Shenan- 
doah Life of Roanoke, Va., was elected 
a vice-president of the Virginia Good 
Roads Association at a meeting of the 
organization last week in Richmond, 
| T. Foster Witt, general agent at Rich- 


Great Southern Agents to Meet | “80th anniversary month” for the Lamar 
to Rockford for the occasion are Charles The Great Southern Life of Houston,]| Life and $2,000,000 has been set as the 


_ “ mond, Va., for the Connecticut Mutual 
Tex., has scheduled the annual meeting | goal. More insurance was written dur- 


H. Burras, president of the Insurance Life, and Miss Isabel Luke, daughter of 
Federation of Illinois and Chicago man- 
ager of Joyce & Co.; Joseph E. Callen- | 


der, chairman of the executive commit- | 
tee and Chicago manager for the Ocean 
Accident; Charles W. Olson, vice-presi- 
dent of the Federation and prominent | 


Chicago general agent; Edgar C. Fow- 
ler, general agent of the New England 
Mutual Life; Royal N. Allen, secretary 
of the Federation, and Charles N. Gor- 

ham, assistant western h ng of the | THE NEW YORK LIFE INSURANCE COMPANY 
American of Newark. Mr. Gorham will} . 

be chairman and toastmaster. These} HAS OVER A THOUSAND MILLION DOLLARS IN SECURITIES and VALID CREDITS 
district conferences and dinners have | 


proven successful wherever held, the re- WHY IS THAT IMPORTANT? 


cent ones at Peoria and Danville result- 














ing in greater interest in the Federation Chiefly because this immense sum is a measure of the service which the Company 
work throughout the state. is to render to the public in the future. 
Ts 205-532 If it had no money it could render no service. No life insurance company becomes 
Mississippi Valley Notes | great without rendering great public service. THAT’S the law of life insurance. 


The North Dakota state agency of the | 
Equitable Life of New York terminated | 
a ten-day campaign, in which the com- 
pany wrote $325,000 of insurance, with} THE NEW YORK LIFE 
a session at Fargo, Friday. About 15 A 
men attended the session. has over FOUR THOUSAND MILLIONS of insurance in force. 


For several years a “Home Complete} 


, Show” has been put on in Indianapolis | WHY IS THAT IMPORTANT? 


and this year former efforts were} : i 7 . : 
eclipsed by the show held last week.| Chiefly because this is another measure of the Company's service to the public. 
Among insurance interests represented! ° ° ° jn a 

with booths and exhibits were the In-| Stated differently, it means that it has contracted to pay, under certain definite con- 
dianapolis Life, Public Savings and El-| ditions, in which the policyholders must do their part, over FOUR THOUSAND 


liott R. Tibbets, local representative of | 
the Travelers. 


MILLION DOLLARS to its, members. 


THE NEW YORK LIFE 


| 
— | paid to, and on account of, policyholders in 1923 over ONE HUNDRED AND 





———— 


| SOUTHERN FIELD 











RECORD IN NORTH CAROLINA SIXTY-FIVE MILLION DOLLARS and since organization has paid on that ac- 
count over TWO BILLION DOLLARS. 


New Business Written Last Year by| WHY IS THAT IMPORTANT? 


the Different Groups of Life = a 3 pole ? 
Insurance Companies prime 4 because this is the heart of the whole matter; this is the final measure of its 


The new ordinary business in North | THE NEW YORK LIFE 


Carolina last year amounted to $126,-| 




















regi ae, soe | with yorneed paid policyholders in dividends in 1923 over FORTY-SIX MILLION DOLLARS. 
the vear bctore. te total industrial | 
business was $58,311,226 as compared | WHY IS THAT IMPORTANT? 
been tie ae x. maleate peg ps Chiefly because those dividends reduced the agreed cost of insurance by so much. 
Seen eee aad eee ie fae Dividends, so-called, are a measure of the economy with which a life company’s 
329,061, The ordinary business in force . ‘ . M 
is now $623.961,014. a gain of $69,479,- business is managed. It’s ALL A QUESTION of service. 
156, The state companies’ figures on| Unless a life insurance company renders service it will not grow; it will not deserve 
ordinary are as follows: to grow. 
New 
Business THE ROAD TO A BILLION DOLLARS IN ASSETS IS PAVED WITH MIL- 

Pe ES... B SEE LIONS OF SCIENTIFICALLY BENEFICENT ACTS. 
Bmpertal Late se - —— There is no charity anywhere in it. It is first a service in money. And then, too, 
Je erso St: dare ff 3.500 ° ° ° ° ° . *o eee ° 
LaFayette Life.... 103,500 982.206 it is a service in what may be called intangible values: In responsibility, in self- 
No. Carolina Mut. 1,020,942 3,718,859 respect, in good citizenship, in obedience to the law, in integrity, in all the impulses 
ae Sees «eae that make a man stand on his own two feet and do a man’s part. 

pat erence I am not sure that the service rendered by this Company in seventy-nine years in 

a ee intangible values has not been worth more to the public than its service in the two 
Industrial Business No. Carolina Co's. | billion dollars already accounted for and the billion dollars now on hand. 
Business Men’'s...$ 6,403,800 $ 4.925.423 We are still doing business and have room for more good policy-holders and for 
Durham Life iss Tae 00 
Gate City Lift 2268 039 °7 more good agents, 
Home Securit : 5,380,408 23 
Imperial ....... . 4,866,325 ,635 
aFayette 759,296 759,296 


A. 


a. “Gece “eee NEW YORK LIFE INSURANCE COMPANY, 346 Broadway, N. Y. 


. — iis ee aie DARWIN P. KINGSLEY, President 
$32,183,200 $38,544,106 


The leaders in ordinary business 
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OUT 
CALIFORNIA 
WAY— 


OPPORTUNITY BECKONS! 


THE MINNESOTA MUTUAL LIFE 
(INSURANCE COMPANY 


Has entered California— 
And offers unusual openings 
for District Agencies— 

With a Definite Plan of 
co-operating with these 
District Offices— 





ADDRESS 


Dr. R. P. Fournier, Gen. Agt. James S. Logan, Gen. Agt., 
401 Phelan Bldg., 411 Title Ins. Bldg., 
San Francisco Los Angeles 


Harry G. Rogers, Gen. Agt., 
724 State St., 
Santa Barbara 


OR 
O. J. LACY 
2nd Vice-President—in Charge of Agencies 


Lankershim Hotel 
Los Angeles 


Palace Hotel 
San Francisco 


























Over 114 Million Policies Now In Force 


Only four other life insurance companies 
in America have more policy contracts in 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 


Jan. 1,1914 Jan. 1, 1924 
ee $ 7,804,230 $ 40,113,271 
Policies in Force... 503,302 1,552,803 
Insurance in Force 73,455,636 351,149,583 





a 


Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 














A Company with Friends Everywhere 


The agent who is selling insurance in this Company, which 
for seventy-three years has been rendering unexcelled service, 
does not work alone. Wherever he may be, he finds enthusiastic 
friends ready to help him by testifying that there is no better 
company in the land than the old Massachusetts Mutual. Its 
enviable record for service and the low net cost of the protection 
furnished make a combination that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 


: oe 
Seattle 

















Mr. and Mrs. William Allan Luke of 
Covington, Va., were married this week. 
Owing to a recent death in the bride's 
family, the ceremony was a quiet one. 


Two officials of the Atlantic Life have 
been elected to the board of a newly or- 
ganized bank in Richmond which plans 


| 
| 
| 
t 


to take over the Fidelity Loan & Sav- 
ings Bank of that city. They are An- 
drew D. Christian, general counsel, and 
Edmund <A. Saunders, vice-president. 
The new bank is known as the Indus- 
trial Bank of Richmond and will be lo- 
cated on the ground floor of the home 
office building of the Atlantic Life. 
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GOOD YEAR IN WASHINGTON 


Commissioner Fishback’s Figures Show 
Life Insurance in State Set New 
Record in 1923 


The report of Commissioner Fish- 
back of Washington for 1923 shows that 
it was the state’s greatest life insurance 
year. Legal reserve companies, both 
stock and mutual, wrote $149,761,140 in 
new business last year, against $120,- 
804,370 in 1922. The figures include 
industrial. 

The legal reserve companies had in- 
surance in force at the close of 1923 of 
$640,353,400. The year showed a gain 
of 16,134 in the number of new policies 
written and an increase of $28,956,770 in 
new business. There was a gain of 
64,051 in the number of policies in force 
at the end of the vear, which indicates 
fewer surrenders tor cash as well as 
increased volume of new business. 


Big Industrial Business 


These figures do not include fraternal 
business, which report is not completed, 
nor the assessment companies. There 
are four assessment companies doing 
business in the state who wrote $2,163,- 
811 in 1923 as against $2,547,119 the year 
before. The total in force at the end 
of 1923 was $15,601,465. 

Two companies handle all the indus- 
trial business in the state. i 
ness, ¢ncluded in the above totals, con- 
sists of $13,799,050 written last year, the 
total in force at the close of the year 
being $51,415,671. 





EDWARDS AGENCY WON HONors 


Rocky Mountain Forces of Aetna Life 
Celebrated Campaign Results at 
Denver Banquet 


DENVER, COLO., April 12.—Agents 
of the Aetna Life in Colorado and 
Wyoming were guests of J. Stanley 
Edwards of Denver, manager of the 
Rocky Mountain agency, at a dinner 
given in the Alpine Rose cafe last night 
in appreciation of the work done by this 
district during the national drive con- 
ducted by the Aetna organization in 
March. The agents in this district 
wrote $1,403,485 worth of insurance in 
the course of the month, exceeding 
their original quota of $800,000 by $603,- 
185. The territory was divided into six 
divisions, the Colorado district being 
first in the Sunkist division which in 
turn was second in the entire territory, 
including the United States and Canada. 
More than $50,000,000 worth 
insurance was written by the Aetna in 
the course of the drive. 





or hit 


Edwards Earned Honors 


Telegrams of congratulation for the 


work done by this district were re- 
ceived by Mr. Edwards from officials 
of the company at Hartford, Conn., and 

Baird oi 


read to the banqueters. J. A 

Wash., leader of tl 
division, sent a telegram notifying Mr 
Edwards that his district had been 
awarded a silver loving cup for finishing 
highest in the division. 

When the announcement of the drive 
was received in Denver at the beg 
ning of March two teams were organ- 
ized to compete in this district. The 
Red team was captained by Ray S. 
Peters, assisted by Mont C. Moore, 
both of Denver. The Blue team, which 
won the contest, was captained by 
Myron S. Collins of Colorado Springs 
and Miss Margaret W. Taub of Denver. 


Sunkist 





Their busi- ; 


TO CURB NOTE DISCOUNTING 





Utah Commissioner Secures Co-opera- 
tion of Bank Examiner in Elim- 
inating Practice 





SALT LAKE CITY, UTAH, Apr. 
15.—John W. Walker, state insurance 
commissioner, has asked for and se- 
cured the cooperation of the state bank 
examiner against the practice of life 
agents discounting notes given them by 
applicants for insurance before the issue 
of the policies. The help which the 
bank examiner will try to render will 
be to urge the bankers to refuse to 
accept this paper. 

Mr. Walker, who is a life man him- 
self by training, said he has had sev- 
eral complaints, including protests by 
bankers. He contended the practice was 
against the best interests of all con- 
cerned, including the agents themselves. 
Mr. Walker observed that as a rule it 
is the fly-by-night type of agent that is 
the worst offender. He is apt to be far 
away before the applicant for the in- 
surance acquaints the insurance com- 
pany with the fact that he has not re- 
ceived his policy in spite of the fact that 
the premium has been paid. The in- 
surance commissioner also thought it 
an unnecessary temptation for the hon- 
est agent who is struggling to make 
ends meet. He is apt to forget the time 
will come, he said, when the company 
will demand the premium. 

The department, Mr. Walker said, 
would seek legislation on the subject at 
the beginning of next year, when the 
new legislature meets, unless the co- 


| operation of the banking department of 


the state bears adequate fruit. Asked 
if he did not feel that the companies 
were partly responsible for the condi- 
tion on account of the practice of a 
great many of them refusing to have the 
notes made payable to themselves, Mr. 


| Walker said he did not feel anything 


could be done in that direction. They 
could not expect to change the plan of 
the companies. On the other hand, an 
official of a prominent bank of Salt 
Lake City said he thought it was a 
matter the insurance companies should 


| settle with their own agents. He felt 





it was going to be difficult for a law 
to regulate the matter so long as the 
agents had the notes payable to them 
instead of to their principals. <A _ life 
insurance note was like any other note. 
How could a banker tell when he was 
breaking the law and not breaking the 
law? As far as his own bank was con- 
cerned, he said, they were guided solely 
in the acceptance Of paper by the stand- 
ing of the individual presenting the note. 
The bankers on the whole were favor- 
that might be 


“stick.” 


able to any law 


provided could 


Passe d, 


Great Republic in New Home 
The Great Republic Life moved its 
home office last week to the con pany’s 
} 


new quarters in the Great Republic Life 


building, which has just been completed, 
and which is located at the northwest 
corner of 8th and Spring streets, Los 
Angeles 

Che executive offices, agency depart 
ment and accounting divisi ccuy 


the 13th floor, and the 12th floor is de- 
voted to the application and policy di- 
visions, the actuarial department and 
the medical director’s office. 

Following this establishment in its 
new home, it is the intention of the 
Great Republic to immediately begin 
the organization of a city agency for 
the purpose of competing actively and 
aggressively for the company’s share of 
the local volume of new insurance that 
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is being written. Heretofore an active 
bid for city business has not been made, 
for the reason that the company found 

equally satisfactory and less expen- 
sive to confine its activities to country 
districts. 


Coast Agency Took Honors 


A. Leslie Aron, San Francisco dis- 
trict manager for the State Life of 
Indiana, carried off honors in March in 
the “Sweeney Month” drive which the 
company carried on throughout the 
country. The San Francisco districts 
under Mr. Aron contributed two-thirds 
of the California total, thus bringing the 
California agency into first place among 
all the states entered. Mr. Aron him- 
self led in personal production, in addi- 
tion to spurring his San Francisco dis- 
trict agency on to a total of $1,000,000 
for the month. The California agencies 
paid for $1,600,000. The special cam- 
paign was in honor of Robert E 
Sweeney, associate agency manager of 
the State Life of Indiana. 





Joins New Coast Company 


J. M. Miller, who recently resigned 
as agency secretary of the West Coast 
Life, has joined the new San Francisco 
company which is now completing its 
organization, and known as the Rail- 
way Men's Mutual Life. 





Dr. Charles H. Willits, chief medical 
advisor of the Provident Mutual Life, 
is scheduled to arrive at Portland, Ore., 
Apr. 21, to visit the local agency there, 
one of the best producing offices in the 
United States. William Burgess, sales 
counsellor for the company, is also ex- 
pected there shortly. 





ACCIDENT AND HEALTH 











WISCONSIN POLICY CASE UP 





Injunction Suit Against Commissioner 
Smith Raises Question of Law’s 
Interpretation 





MADISON, WIS., Apr. 15—Argu- 
ments for and against the validity of 
the present interpretation of the Wis- 
consin standard provisions law were 
heard in the state supreme court here on 
Saturday, in the injunction suits brought 
by several accident and health com- 
panies against W. Stanley Smith, Wis- 
consin insurance commissioner. 

Action was brought by the insurance 
companies following an order by Com- 
missioner Smith in which he disapproved 
of policy forms submitted by health and 
accident companies, and declined to re- 
new their licenses until they had com- 
plied with his order. The first hearing 
was held last week and it is expected 
that the court will hand down a decision 
in two or three weeks. 

Two main contentions are made by 
the plaintiffs in the case in the original 
action brought before the court: That 
the interpretation of the staydard provi- 
sions law under which the orders were 
ssued is invalid, and that the policy 
forms submitted are not in violation of 


standard provisions law 


State’s Power Recognized 


‘It is well established that a state has 
‘ ( escribe by 1 lative € 
€ i st 1 fe s c 
( Atto Gra S al ce 
i he state leclared su] rting 
c stit alitv o ‘It s 
l well set led that an u nce 
pany cannot lawfully issue a policy 
hich in any material respect varies trom 


the standard form and statutory re- 
quirements. The law in question fixes 
the provisions to be incorporated in polli- 
cies. No discretion is left the insurance 
ommissioner This court has recog- 
nized that the legislature can make a 
law and delegate a power to determine 
some fact or state of things upon which 
the law makes or intends to make its 
ction to depend. Whether or not the 
commissioner is acting contrary to the 
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This is ome of @ series of messages appearing cach week. 
Watch for the one to appear next week. 


THE IDEAL LIFE INSURANCE SERVICE 


First, Security. 

Second, A low deposit rate. 

Third, Company co-operation. 
Fourth, Convenience to the insured 
in carrying contract. 


All these are met through the Griz- 
zard System of creating a cash estate 
through a monthly budéget plan in 
conjunction with an old line legal re- 
serve life insurance contract. 


The Grizzard System organization 
together with old line insurance com- 
panies means Service-Plus. 


Ask for a free copy of Radio 
Address on “Life Insur- 
ance,’’ by James A. Grizzard 


Pronounced Griz-ard’ 


SYSTEM 


GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, 643 Illinois Merchants Bank Bldg. 


CHICAGO 


OTHER OFFICES 
610 First National Bank Bldg., Detroit 
308 Euclid Ave. Cleveland 


16 E. Broad St. Columbus 
and other cities 























MUTUAL LIFE 


LOB INSURANCE COMPANY 


OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 


Results for 1923 


GAIN IN INSURANCE IN FORCE............... 83 per cent 
ee ess 55 cite a 60 dors évenecenkah 31 per cent 
as cca Vetascecvetsskescsceahe 26 per cent 
ent ane sie hiss 6k <eiunsncnniowl 23 per cent 
AVERAGE GAIN IN ALL ITEMS................ 41 per cent 


This is away above the average of all Life Insurance Companies in 
the United States combined. It is a record we are very proud of and it 
shows how our policyholders appreciate the great service The Globe gives. 


CLAIMS PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 
_T. E. BARRY, President, General Manager : and Founder 














Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from $12.50 
to $1,000.00 with premiums payable weekly. 

CONDITION ON DECEMBER 31, 1923 


Assets ...... pieenseeseeeseens iis seveseseeeeesseeeeeeeeess ese S6916613.75 
CR 06 saan cee heeled Gioia granenedeasnoeess padseenens 32,373,207.24 
Capital and Surplus......... pawns iat aici aati ccccccccece  Gaenee 
EE SS SP ae err 96068000006000600 
i iD... 5. ececsenneenaaeddeeeeenins os 034.43 
Total Payments to Policyholders since Organization sapihees . 32,747,895.35 


JOHN G. WALKER, President 








THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh "p.j5,5:°" Pittsburgh, Pa, 














The Columbian National Life 


Insurance Company 
ARTHUR E. CHILDS, President BOSTON, MASSACHUSETTS 


= 








= 





Columbian National Agents are in a position 
to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one of the strongest com- 
panies in the country, having ample capital, 
surplus and highest standard of reserves. 




















THE NATIONAL UNDERWRITER 


provisions of the law is a judicial ques- 
tion,” 


Commercial Casualty to Raise Rates 


The Commercial ¢ will increase 
its rates on commercial! disability insur- 
ance about May 1. The new rates have 
not yet been published. 


“asualty 


Drive for Accident Business 
SS sé 





Coffman, who was appointed 





1924 


April 17, 


department, with headquarters in Chi- 
cago, will have supervision over Illinois, 
Indiana and Wisconsin as well as look- 


ing after Chicago. He will develop the 
business and plant new agencies in this 
field. 
Lincoln Life’s New Policy 

The Lincoln Life of Lincoln, Neb., has 
just issued a new non-prorating accident 
and health policy which will be sold to 
all classes, from AA to E, including E, 




































Cleveland general agent for the Connec- in the Conference Manual. The Mutual 
ticut General, Feb. 1, dedicated the new | Benefit of Omaha has issued nothing but 
offices recently taken over in the Union non-prorating policies for several years 
Trust building by a three-weeks’ drive | and has been very successful The Lin- 
for accident business, which established | coln still writes a complete line of pro- 
a record for his agency. In all 312 ap- | rating policies. 
plications were written, with total pre- ouuneteeaen 
miums of $2,235. F. iE. Eldredge led with Accident Notes 
111 applications and $645 in premiums. ; ‘ 
Mr. Coffman has already added several | A. E. Forrest, vice-president of the 
men to the staff and plans to greatly North American Accident, is visiting the 
oe x : > o | : Pacific Coast. 
enlarge the production of the Cleveland 2 . . . 
agency The Cloverleaf Life & Casualty of 
. ais Jacksonville, lll, has been licensed in 
== Kentucky 
To Supervise Three States Kk. C. Bowen, assistant secretary of the 
a ata as a : . pe accident department, Aetna Life, is in 
Val H. Hawkins, who has become field | Atiantic City recuperating from a pain- 
manager for the Employers Indemnity of | fu) accident he had in mid-winter when 
Kansas City in its health and accident | he broke his hip. 
oon a 
| ee ee ee 7 
New Policies, nian one Dividends, Surrender Values, and ‘all Changes in 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and “‘Little Gem,”” Published Annually in May and April respectively. 
| PRICE, $3.50 and $2.00 respectively. 
HE State Mutual Life of Massa- 20 Payment Life 
chusetts has issued its 1925 divi- Present 1925 In- 
e Age Scale Scale crease 
dend schedule, showing notable 55°... $ 3.83 $ 4.62 $0.79 
increases on all forms and at all ages. 25 .............. 4.05 4.83 78 
The average increase is about 20 per- 30 «----++++-+++: a7 ° s i 
cent. This makes a_ most favorable 44 ‘***'"*'"*"""* 543 592 79 
showing in net costs. The old and new 45 .......... 5.75 6.55 80 
scales, at five year intervals, together 50 «.....+++++++- et ip re 
with the increases shown, are as fol- §5 ‘***"""""""'**  o'g3 10.68 rt 
lows: Oe uwituretomas 12.61 13.49 88 
Ordinary Life 
‘ 20 Year Endowment 
Present 19 In- or 
: - Present 1925 In- 
Age Scale Seale crease€ Age Scale Scale crease 
DP newedsnesonsed $ 3.63 $ 4.40 DT Ue ssessewuseeonen $ 4.26 $ 5.06 $0.86 
ee ee ge 3.84 4.61 Dn 60s vee sage one 4,43 5.24 .81 
DD susse0beneaeun 4.11 4.88 ff Fer 4.66 ».46 -80 
ee 4.46 2 a 1 «a sneew es 4.95 5.76 81 
SD ctenvencdeenes 4.93 5.71 Gee GD ceoeccens viese 5.36 6.17 81 
OD ccececseussece 5.57 6.36 ga Ge dcaceececs 5.93 6.74 81 
BO accseceesocoes 6.49 7.29 a? We Seesieseevewos 6.77 7.59 -82 
aT 7.82 8.64 : 2 err 8.02 8.85 83 
a? casees ewawe.s 9.75 10.60 a. ae wevewesamee 9.87 10.72 85 
OP ewsentnracnene 12.58 13.45 ae GD ceccecbesessse 12.63 13.50 87 
ORDINARY LIFE 
Age Prem. 1924 1923 1922 1921 1920 1919 1918 1917 1916 1915 1910 
j 3} $4.36 $4.45 $4.55 $4.66 $4.77 $4.88 $5.11 $5.23 $5.90 
4.32 4.49 4.60 4.71 4.82 4.93 5.17 5.30 6.00 
4.43 4.53 4.6 4.76 4.87 4.99 5.24 5.37 6.10 
4.47 4.58 4.69 4.81 4.93 9.05 931 5.45 6.20 
4.51 4.62 4.74 4.86 4.5 2 5.39 6.53 3 
4.55 4.67 4.79 4.92 5. 5.46 5.61 
4.60 4.72 4.85 4.98 5 5.55 5.70 
4.64 4.77 4.90 5.04 5 5.63 5.79 
4.69 4.83 4.96 5.11 5 5.72 5.88 
4.75 4.88 5.03 5.17 656 5.81 5.98 
4.80 4.94 5.09 6.25 5.91 6.09 
$86 56.01 5.16 5.32 6.01 6.20 
4.92 5.07 5.24 5.40 6.12 6.3 
4.98 5.14 5.31 5.4) 6.23 4° 
5.05 5.22 5.39 D.¢ 6.35 
5.12 56.30 5.48 §& 6.48 
5.19 5.3% 5. 5. 6.61 
5.27 5. 5 5.8 6.74 
6.35 5 E 5. ‘ 6.89 
5.44 5. i 3: 7.04 
5.53 5. ) 45 7.20 
5.63 5.3 ) 5 7.37 
5.74 5. ) 73 7.55 ‘ 
5.85 6. 6.61 6.88 7.74 ‘ 
5.96 6 6.77 7.05 34 7.94 ‘ 
6.09 6 6.93 7.22 7.53 8.16 10.22 
6.22 6. 7.10 7.41 7.72 8.38 10 
6.37 6. 7.28 7.60 7.93 8.62 10.8 
6.52 6. 7.48 7.81 8.16 8.87 11. 
6.68 7 7.68 8.04 8.40 \ 9.13 1 
6.85 7.2 7.91 8.27 8.65 $ 9.41 $ 1 
7.04 7. A 8.14 8.52 8.91 : 9.71 10 12 
7.24 7.62 8 £39 & 79 9.19 4.60 10.02 1 
7.46 7.85 8.25 8.66 9.07 9.49 9%.91 10.34 ] 
7.69 8.10 8.52 8.94 9.37 9.80 10.24 10.69 1 13 
7.94 8.37 8.80 9.24 9.69 10.14 10.59 11.05 1 1: 
f ‘ 8.21 8.65 9.11 9.56 10.02 10.49 10.96 11.44 1 1 
§ 5 8.5 . q 2.! > 11.85 1 14. 
§ E 8 2 12.28 12 15.30 
: : ” 12.73 13 15 
5 59.7 ¥ 13.22 13 16.: 
f 32.66 4 6€¢@ 13.73 1 16.5 
at nepéscecbtsune 65.83 %.72 10 14.27 1 17.57 
BAR ery re 69.21 10.14 10 14.84 15, 18.1% 
BP sénceeseesces 72.83 10.59 11 15.45 16 18.85 
GE cvcsscesscuss« 76.70 11.08 11 16.10 16, 1%. 
GZ nncccccccvces 89.85 11.61 12 16.79 17 20. 
EE sends eeecues 85.29 12.18 12 17.51 18. 21.02 
a wkpeexdde yaa 90.04 12.79 13. i828 18:91 21:84 
"eee 95.14 13.45 14. 19.08 19:72 22°71 





(CONTINUE D ON NEXT 


PAGE) 
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20 PAYMENT LIFE 
19 1918 1917 1916 1915 etd 
$4. $5.98 $6.27 $6.56 $6.86 $8.55 | 
dsuneeniesd ‘. eas “ets “e G94 8.66! 
4. 6.11 6.40 6 7.02 8.77] 
4. 6.17 6.47 6 7 0 8.59) .- 
4. 6.24 6.55 6 7.19 9.01) 
43 6.31 6.62 6 7.28 9.13 | u 
4 6.39 7 7 7.37 9.26) 
5 6.46 79 7 7.47 9.39 
5. 6.54 7.22 7.57 9.53] 
5. 6.63 7 31 7 67 9.67} 
5. 6.71 282 3.23 335 One of a series of articles telling why The Columbus Mutual 
5 6.80 1.52 7.89 9.94 vs - ; 
=" 6.90 7.63 8.01 10.1 Life Insurance Company stands for certain important things. 
6.99 7.74 8.13 10.29 
7.10 7.86 8.25 10.46 
7.20 7.98 8.39 10.64 
7.31 $.11 8.52 10.82] 
7.43 8.24 8.66 11.01] 
7.55 8.38 8.81 11.20 > 
ra vis £2 Sif Why Vested Renewals: 
2 7.81 8.67 9.13 11.62 
ss ° 7.95 S83 9.29 11.83 
’ > ‘ 900 9.47 12.06 - . ‘ : . ’ . . 
os : age 3 917 9.65 13°99 Spring this question in a meeting of old seasoned life insurance 
39 39.26 - et ete : : 
4 40.17 8.42 ».36 Bayt 7 7 agents and you will start a regular old-time Methodist Experience 
¢ 5% O.05 2.7 Pe . . 
43 ppccpha nance. 42:14 8.77 10.27 13.04 Meeting. Every man will want to be on his feet. Practically every 
ae. Seesuseesns se br + 16 1072 3 38 man now carrying a Columbus Mutual rate book, who previously 
is elit eel ‘ + 4 represented some other company, has lost his renewals in that other 
r+ peeevennssase oa 14 34 14.47 company. Some have represented five or six companies and succes- 
4B nce ee enrecces 2s : . rai sively lost their renewals in each. 
4D cccccccsccece 91.09 5.11 a 
‘ +e : 15.45 
52.70 6 = , > 
51 irte Daan aNe 54.42 0 eat Why vested renewals? Rather why should any one have the 
BL ccccccccceees 54.42 0 et . ) ; 
Be aeeaseoesenns oH *1 2 16.57 right to deprive you of renewals once earned. Forfcitable renewals 
it poe cussacmeia: mae 2 + 44 have only two purposes: to bind the agent to the task and destroy 
5 2.55 34 s-0 ‘ . — . 
; ; 58 17.54 | his freedom of action when the goad is applied or some injustice done, 
x Sof . . 
4 13 9 | and to enable some one higher up to declare the renewals forfeited 
2 7 ted and fatten himself at the agent's expense. 
oR 3 20.39 | : : : . 
29 36 9 | Why vested renewals? Why the protected ownership of prop- 
87 +4 ‘ erty of any kind? The arguments are the same. To work under a 
92.1; 57 enga i 
96.86 24 forfeitable renewal contract is like going back to the good old days 
20 YEAR ENDOWMENT when the king would hatch up a charge of treason, order his faithful 
1922 1921 1920 1919 1918 1917 1916 1915 1910 subject beheaded and his lands forfeited to the crown. Many an 
$6.02 rt Orbe $2.08 9 .. $9.06 99.78 as ? st +4 agent has lost his head merely because he was too faithful, too indus- 
&.0o hit ‘ 20 - o ; 146 ’ 4 oll . . - 
6.07 6.64 7.23 7.823 8.46 9.11 9.79 10.49 14.41] trious, too successful. In the greedy eyes of some one higher up his 
: q 7.86 9 9 9.82 52 14.44 
- 3 376 -" ey et et 4 Rn +4 55 14.47] renewals loomed larger and larger until they outweighed the value 
6.17 6.73 4%. 7.92 8.55 9.20 9.88 10.58 14.50) of his personal services and then at some one’s bidding his contract 
6.°0 6.76 7 7 o¢ S58 24 9.91 10.61 14.53 I : 
623 6.80 7. 7.99 8.62 9.27 9.95 10.65 14.56] was cancelled, his connection with the agency severed and he fell 
: + oes See Se tes tees cant crippled to the earth to commence the long grind to financial inde- 
6 6.92 7 8.11 8.74 9.39 eet : zs tr pendence all over again. Fortunate the man to whom the experience 
5.96 7.54 8.15 8.78 9.43 10 0.8 72] 
; ae + 7.59 8.20 8.83 9.48 10.15 10.85 14.76] comes while he is yet young and can recover himself. What more 
7 : os8 ESS See St. Sta ieee 1058 pat pitiful than the stooped, old veteran grown gray in the service de- 
6 7.16 7.74 2.35 8.98 9.63 10.31 01 sé 47 prived of the staff on which he was depending for support as he traveled 
. of 7.2 7.8 8.41 S04 9 69 10.37 07 97 
6.71 8 7.86 8.47 9.10 9.75 10.43 11.13 15.03] down the Western Slope. 
6.77 7.34 7.93 8.54 1 5.8 10.50 11.20 15 oo | 
6.77 7.34 7.93 8.54 17 9.82 16.50 11.20 15.09 
S50 3-4, 8.00 S8l 322 SOy ioe. ish ines We are looking for men of principle, who think things through for 
6.92 7.49 8.07 8.68 32 9.97 10.65 5.23] { ‘ 
6.99 ; 8.15 8.77 9.40 10.05 10.73 11.43 15.31 themselves, to represent us as agents. 
7.08 7 8.24 8.85 9.48 10.14 10.82 11.5 15.40 
717 «7 8.33 8.95 9.58 10.24 10.91 11.61 15.49] 
reo Eba Sd Sie Sao leas Td ILkS 18-70 THE COLUMBUS MUTUAL LIFE INSURANCE CO 
7.37 7.! 8.54 9.16 9.79 10.45 11.13 11.83 15.70] . 
7.48 8. 8.66 9.27 9.91 10.57 11.26 11.96 15.81] : 
7.60 8 8.78 9.40 10.04 10.71 11.39 12.09 1 93 Columbus, Ohio 
7.73 8.31 8.92 9.54 10.19 10.85 11.53 12.23 16.06] ; = ; 
7.87 8.46 11 a3 ’ aed C. W. Brandon, President. D. E. Ball, Sec’y and Actuary. 
8.02 8.61 11 2.55 6.39 
$19 878 1 12.73 Sait 
8.37 8.97 12 12.93 16.69] 
8.56 7 12 13.13 16.88 
8.77 8 1 13.36 17.08 
8.99 51 1 13.60 svat wm 
24 , l 13.87 1.5 
9.50 13 14.15 17.80] 
9.79 13 14.46 18.09 i pe 
10.10 1 14.80 18.39] \ f t S d St bilit 
10.44 15.16 18.72 arety, vervice an abulity 
10.80 1 15.55 19.08 
11.19 lf 15.98 19.46 | ATTRACT PROSPECTS AND INCREASE AGENTS’ CLIENTELE 
1.62 15 + 44 187 
12.08 16 6.94 =e | ° 4 : 
12.58 is 4 ss : 80] SAFETY—Guaranteed’ by careful selection of risks and investments. 
13.12 i % 21.32 a “— ; 
2 7H 18.68 21.89 SERVICE—Provided by an efficient and progressive organization. 
13.7 : i £ 
5 +4 tay By STABILITY—Assured by conservative business policies 
. 89 | . Home Office: 
12 + oun . 
1 3 | ded: 1867 Des Moines 
6 07 
6 a 71 
10 63.84 6.46 7.18 7.93 9.49 | 
45 71.04 7.13 7.93 8.75 10.48 
50 79.88 8 9.86 11.75 | 
55 60.81 9.35 q 11.33 13.37 | . . 
oe 30868 11.29 1231 13:36 15.49 Insurance In Force Over $350,000,000 
65 23.09 14.04 15.11 16.19 18.37 - a . 
5 1 For information concerning contracts: Address Agency Department 
15 Pay Life 
.— 
Age 1920 
16 $5.90 . 
20 6.14 Pictures Tell the Story 
or 5.50 
20 6.94 Cartoons will give your house organ that all necessary sparkle. Use 
7.48 them to put over your message or your special sales contest. Send for 
‘0 8.19 proof sheets. 
| 45 12.05 BUSINESS CARTOON SERVICE 
55 11.79 35 South Dearborn Street, CHICAGO 
60 13.92 
65 16.94 
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The COLUMBIA LIFE INSURANCE 
COMPANY 


of CINCINNATI, OHIO 


ESTABLISHED 1902 


Attractive General Agency Openings 
in Ohio, Indiana and Kentucky 


SUMNER M. CROSS, President 
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OF OES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of Iowa. 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT “*° MONTHLY INCOME INSURANCE. 


LATEST POLICIES AND AGENCY CONTRACT BatLaZ ini 
Openings Ohio, Ind., Ky., Mich., W. Va., Tex. and Okla. Write Columbus 




















HE life insurance agent who 

wishes to obtain the representa- 
tion of a reliable and pre-eminently 
honest company will find The Gem 
City Life admirably suited to his 
needs. The Gem City will equip its 
agents to write all forms of personal 
protection and in one good strong | 
company. | 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 


. A. Morrissetr, Vice-PrReEs. 


DAYTON, OunI10 | 









































(CONT’D FROM PRECEDING PAGE) 
15 Year Endowment 
Issue of 
Age Prem. 1924 1923 1922 1920 1915 
16 $64.01 $5.35 $6.12 $6.92 $8.62 $13.44 
20 64.30 5.46 6.23 7.03 8.73 13.55 
25 64.77 5.63 6.41 7.21 8.90 13.71 
20 65.41 5.86 6.63 7.43 9.12 13.92 
25 66.32 6.15 6.92 7.72 9.41 14.20 
40 67.71 6.55 7.32 8.13 9.82 14.60 
45 69.98 7.11 7.89 8.70 10.40 15.15 
50 73.78 7.93 8.73 9.55 11.25 15.95 
55 80.02 9.15 9.97 10.79 12.51 17.11 
60 90.16 10.97 11.81 12.65 14.37 18.84 
66 196.46 13.69 14.56 15.43 247.17 21.40 
25 Year Endowment 
-———— Issue of 
Age 1» 1924 1923 1922 1920 1915 
16 7 $4.72 $5.10 $5.49 $6.33 $8.69 
20 2 4.83 5.21 5.61 6.44 8.80 
25 1 56.01 5.39 65.79 6.62 8.99 
30 6 5.24 5.62 6.02 6.86 9.24 
35 16 5.54 5.94 6.34 7.20 9.6 
40 7 5.96 6.37 6.78 7.66 q 
45 23 «6.55 6.98 7.42 8.36 : 
50 92 7.42 7.89 8.38 9.39 2. 
55 99 8.71 9.25 9.79 10.90 3. 
60 03 10.62 11.24 11.87 13.12 16.24 
30 Year Endowment 
— Issue of————_, 
Age - 1924 1923 1922 1920 1915 
16 $4.57 $4.86 $5.15 f 
20 4.68 4.97 6.27 
25 4.86 5.15 65.4 
30 5.10 5.39 5.70 
35 5.41 5.72 6.04 
+0) 5.84 6.17 6.51 
45 6.44 6.81 7.19 
50 7.34 7.76 8.20 
55 -66 9.16 9.67 
5 Year Term 
—_—— Issue of—— 
Age 1921 192 20 
20 $3.23 $3.2 
25 3 ° 3.28 3.2 
30 3 3.33 3.3 3.3 | 
35 3 ‘1 3.42 3.42 3.42) 
40) 3.58 3.59 3.60 3.60 | 
15 3.80 3.82 3.84 3.85] 
50 4.28 4.22 4.35 4.37} 
55 4.99 5.06 5.11 5.15 | 
| 





$100,000 instead of $70,000 and those 
60 may be insured for $75,000 under 
terms of the new rates instead of $50,- 
000. The company continues its policy 
of refusing to insure risks over the age 
of 60, and maintains its former policy of 
insisting that the maximum limit of in- 
surance at any authorized insurable age 
shall be issued only upon specially se- 
lected risks found to be first class in 
every particular. 

The above maximum amounts, are 
however, subject to limitations. Risks 
between the ages of 16 and 19 inclusive 
must take the entire amount of insur- 
ance on the life or endowment plan. Of 


the $100,000 maximum for the ages. 20 
tc 22 inclusive, not more than $25,000 
may be on the term plan; of the $150,- 
000 maximum for the ages 23 and 24, 
not more than $50,000 may be on the 
term plan; of the maximum of $200,000 
for the ages 25 to 55 inclusive, nor 
more than $75,000 may be on the term 
plan; of the maximum of $175,000 for 
the age of 56, not more than $25,000 
may be on the term plan; of the $150,- 
000 maximum for 57, not more than 


$25,000 may on the term plan and simi- 


larly for the remaining insurable ages, 
not more than $25,000 may be on the 
term plan. 

This increase in limits will be of par 


ticular value to the Northwester: 
Mutual agents, as they make 
campaigns among their present policy- 
Last vear’s 


special 


holders for new business. 

report showed that 51 percent of the 
total of new business issued by the 
company was on applications from 


insured in th 
new limit of $200,- 


previously 


With the 


members 
company. 














000, the agents will be able to recanvass 
NEW POLICY “LIMITS OFFERED | their policyholders and increase the 
- |to the limits in their own compan) 
Northwestern Mutual Life Announces | — 
New Series of Amounts Acceptable, Montana Life 
With $200,000 Maximum The Montana Life announces that ar- 
| rangement have been made to accept 
: 5 ’ _ | premiums on the monthly payment plan 
An Increase of $50,000 in the maxi-| by using the following formula: Multi- 
mum insurable amount under policies of | ply the annual premium by .09 or add- 
the Northwestern Mutual Life of Mil- | ing 8 percent to the annual premium and 
waukee, has been announced by Presi- dividing it by twelve A minimur 
. ; ; hiv premi s ) 
dent W D. Van Dyke, following a monthiy premium 1 $1' 
meeting of the executive committee of ty . 
|the company. In addition to the in- | State Mutual Life 
crease in the maximum amount, in- | The State Mutual Life will p i 
creases in the maximums allowed under | Percent interest in 1925.) This annont 
ditferent ages were also announced by m ak: ines amie ates wtth the nee 
the cc mpat Persor s between the ages dends to be used in 192 
of 16 and 19 inclusive may now be 1n- : 
ured for $50,000, an increase of $23,000 John Hancock Mutual 
over the former maximum of $25,000 Th John Hancock Mutual w 
Between the ages of 20 and 22 inclu write w ver f premiu disabi 
sive, the maximum is now £100,000 1n- ts limi of 175.0 mr pa 
stead of $75,000; 23 and 24 vear old per limit the land 7 nanent a 
sons may now be insured for $150,000 bility claus ! >. 000 Up until 
instead of the former maximum of $100,- | no ony a sa dllpes: epee ston tetag! 
} . The cael : : é 2 ts i ¢ ’ Y l ‘ ess of this amount bh 
‘ee "he most important change, how- | jn the future will iccept this form up t 
eve A occurs in the ages between 25 and ; the company’s imit 
) inclusive where the maximum has 
been rais m $15 ee 
been rai ed from § 150,000 to $200,000 | Standard Life, Mo. 
marking the new high maximum policy ; 
amount for Northwestern. Persons 56 | g, aa 1. . Sone <evees = gy ag <a 
a : sce ap > indare Life of St yuis Mo it 
— old any now = tol $175,000 agreed that the rate of interest payable 
nstead of $130,000; those of Can get | on proceeds of policies left with the con 
£150.000 instead of $110,000: those 58, pany should b 5 percent, instead of 
$125,000 instead of $90,000; those 59, | poreent as heretofore 
| 
WITH INDUSTRIAL MEN 
re | 
EFFECTIVE METHOD IS USED jvery careful ysis of the pros} 
weak points, his unfavorable 
: P i tude, I came to the conclusion that i 
Special Assistant Reid Showed the Plan little thing was being suggested to 
He Followed in Closing a Very big man. At this point I interrupted 
K P o.8 this manner Mr. Prospect, I sinceré 
notty roposition trust you will accept from me an ap 
zy for Mr. Blank’s suggesting such a 
P. Reid, special assistant in the Pru- | 8™@ll amount to a business man of your 
dential agency at Orange. N. J., says that standing From your favorable attitu 
there are many men who are uninsured I am convinced — sipeae = cages 
notwithstanding the fact that they have in this contract, but what you rea 


been approached on life insurance many 





times, because inexperienced salesmen 
have suggested amounts too small to 
really interest them He says you can- 
not satisfy a $25,000 desire with a $5,000 
policy 

He once interviewed a man who, he 
had been told had been written several 
times for $5,000, but that the policies 
had never been placed 

He said “In my interview I made a 


a $2 With very lit 
mmpleted = the 


and obtained 


want is 
tle further 
application for that 
his signature 


5,000 policy.’ 
discussion I ce 


amount 


Solicitor Was Discouraged 


“After the policy was issued, the as 
sistant asked me to help him place ! 
We called at the applicant's pla f 
business one morning about 8:30 ans 


after an interview of about 20 minutes 








Yiim 
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it looked like a hopeless case. I was 
interrupted by a call on the telephone 
which necessitated my returning to the 
office. Sixteen minutes later the assist- 
ant walked in and laid the policy on my 
lesk, stating that apparently nothing 

be done with it, but that we were 


ould 
to call again that afternoon. It so hap- 


pened that the assistant was taking care | 
fa debit which made it impossible for 
him to keep the appointment, which left 
the case entirely up to me, I found the 
pplicant reluctant about giving me an 
nterview. I endeavored to use effec- 
vely every argument that I thought 
vorth while and it began vo look as if 
defeat were staring me in the face. 

I then proceeded with the following 
nethod with which I have been able to 
lose a number of cases: ‘Mr. Prospect, 

is evident that you don't realize the 


value of my proposition. Will you, there- 
fore, do me a favor to assure yourself 
that it will not cost you anything? Dur- 
ng your business career have you ever 


found it necessary to destroy one of your 


bank checks after you had found an 
error in completing it?” His reply was 
Yes.’ ‘Then, will you kindly draw a 


check to the order of my company with 
the amount of this annual premium, but 
don’t make an error in the check. After 
you have completed it, tear it out of 
your check book and place the check 
book back on your desk. With the check 
in your hand, look at it very carefully. 
Don't lose sight of the fact that it is for 
only a few hundred dollars. At the same 
time will you hold in your other hand 
this contract which represents $25,000? 
After careful thought and consideration 
I want you to determine which will be 
the most beneficial to you or your heirs.’ 





The following have been appointed as- 
sistant superintendents 


Ira W. Brock, Evansville, Ind; Henry 
J. Neumayer, Louisviile, Ky Fred L 
Bailey. Terre Haute, Iind.; George F 
Bohn, Terre Haute, Ind 


Opens DesMoines Office 


The John Hancock Mutual Life has « 
tablished an industrial office at Des 
Moines Ernest G. Marotte, who is as- 


s- 


Sistant superintendent at Springfield, 
Mass., becomes superintendent at Des 
Moines 
Flowerree Joins Prudential 

Ww K Flowerree of the Lowery- 
Flowerree general agency at Great Falls 
Mont., has been appointed assistant state 
manager for the Prudential, with head 
quarters in Great Falls The Prudential 
has established an office in that city and 
it will operate under the general direc- 
tion of Merkle Brothers of Butte, who 
are state managers for the company Mr 
Flowerree has withdrawn from the gen 
eral agency firm to take up the new 
work. The agency will continue busi 
ness under the management of Cc. R 
Lowery and Fred C Andretta Mr 
Flowerree has been a partner in the firm 


for the past four years, but has decided 
to specialize in the life insurance end of 


the business. He will continue to have 
his offices temporarily in the general 
agency headquarters, until the Pruden- 


tial offices have been opened 


Honor Prudential Veteran at Racine 


Dickinson, district 
Prudential at Racine 


Thomas G 
tendent of the 


superin- 
Wis 


























I left his place of business with the | acted as host to about 50 persons identi- 
check for the full amount of the annual | fied with his district organization, at a 
premium.” banquet on the occasion of his comple- 
tion of 20 years of active service with 
. the company Several company officials 
Prudential News attended, including B. H. Harris, divi- 
Agent Eugene F. Bernhard of St. Louis | sion manager; E. W. Van Vorris, assist- 
No, 3, Mo., of the Prudential, has been | ant division manager; H. B. Keland and 
an aggressive producer of business for a! R. C. Thackeray, medical examiners 
long period. This has been recognized Mr. Dickinson has an enviable record 
through his promotion to the position of | with the Prudential In 1922 he held} 
assistant superintendent in the same | first place in the entire field force for the 
district. largest amount of insurance written 
Charles W. Wilson, assistant superin- | Last year he ranked sixth. He is a mem- 
tendent, and his staff of Davenport, Ia..| ber of Class D of the Prudential Old 
have been writing industrial business | Guard, by virtue of his 20 years of | 
ata rapid rate. They have a strong hold | service, and the presentation to him of 
on first place on a proportionate basis |a solid gold Old Guard Pin was one of 
among the leaders of Division K. the features of the banquet 
NEWS OF LOCAL ASSOCIATIONS ] 
| 
BILLS GIVES SALES METHODS | forced to say that he agrees, yet few 
are the men that hate to say that they 


Bond Manager Points Out That Five 
Steps Are Necessary in Present- 
ing Sales Talk 





Benjamin Bills, sales director of the 
American Bond & Mortgage Company 
and president of the Business Talks 
Plan, was the speaker at the monthly 
meeting of the Chicago Association otf 


Life Underwriters Tuesday His ad- 
dress on “How to Organize a Sales 
Talk” brought out in a practical and 


forceful way the necessity of shooting 
the sharp end of one’s talk to the pros- 
pect first. Mr. Bills before he became 
associated with the American Bond & 
Mortgage Company sold life insurance 
in Chicago for the Berkshire. In open- 
ing his talk, Mr. Bills said he was im- 
pressed with the tremendous amount of 
material that is available to the life in- 
surance salesman. He said: 


“You get pamphlets, statistics, sales 
material and all sorts of data that you 
can use. But you must have a plan. 


There must be a simple, sequential or- 
derly method ‘of shooting your presen- 
tation with the sharp end first. It is 
just like using a wedge when you are 
splitting up a log. 


Use Illustrations Not Assertions 


“Get your ideas over by using illustra- 
tions, not by assertions. Give a parallel 
comparison and suggestively start the 
idea in your prospect's mind. Just as 
the boxer feints to see how his opponent 
is going to work, so you must feint to 
will be im- 


see where your man most 
pressed. Make vour prospect say, 
see,’ not ‘I agree.” No man likes to be 








do not see when an illustration has been | 


pointed out to them. In giving your | 
explanation show how and then show 
why. After you have shown the how 


and why, then show the when, the where 
and the who. The latter is especially 
important because it establishes by the 
use of your parallel case, the approx 
imate time, which of course will 
very recent date, and then shift the re 
sponsibility by quoting or showing som« 
newspaper clipping or magazine illustra 
tion to prove that some authoritative 
person has made the statement his 
carries the responsibility away om 
vourself. It gets away from the asset 
tion idea. It gives him a definite and 
concrete illustration which is backed up 
by the opinion and the statement of an 
authority.” 


be of 


tr 
if 


Gives Inheritance Tax Solicitation 


To make his talk concrete 
men, Mr. Bills gave a short 
on an inheritance tax case In reciting 
the inheritance tax case, Mr. Bills gave 
by illustration the five necessary points 
in the talk, parallel comparison, sugges 
tion, explanation, confirmation and con 
clusion. Mr. Bills urged as a very neces 


to the hie 
solicitation 


sary adjunct to the sales talk that the | 


salesman build the best ideal for the} 
man first. Study the man and figure 
out that which will fit him closest 


Build your sales proposition ideally with 


him first and then fit your proposition 
and the ideal together 
* * * 

Omaha, Neb.—The Omaha association 
has made an experimental change in the 
time of their meetings from a Saturday 
luncheon to an evening smoker, the first 


of which will be held on Monday evening 


! 
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The PENN 
tives. We 
been accustomec 
welcomed, and i 
merely “toleratec 
because of their 
MutTwat is liber 

The PENN 
profession pecul 
which the wom: 


have 
many of our other Agencies 


We Welcome 
Women 


MvutTval 


them in 


is proud of its women 
Home Office Agency, and in 
Penn Mutua. men have long 
1 to women co-workers. Recruits are gladly 
n none of our offices women Agents just 
1.” They produce a large amount of business, 
congenial atmosphere, and because the PENN 
1 in its attitude toward female risks, 


MUTUAL recognizes that life insurance is a 
iarly adapted to the woman worker, and for 
in worker is peculiarly adapted 


representa- 
the 


are 


a 


The Penn Mutual 


Life Insurance Company 


Philadelphia, Pa. 


Organized 1847 














Eureka 


Life Insurance Co. 
Of BALTIMORE, MD. 


incorporated Under the Lawe of Maryland, 1882 


Standard O 


. C. MAGINNIS, President 


- BARRY MAHOOL, Vice-President 


_ WE ISSUE 
rdinary and Industrial Policies 


J. N. WARFIELD, Jr., Secretary-Treasurer 
Dr. J. H. IGLEH T, Medical Director 








Exceptional Contracts. 


NORTH 


ERN STATES LIFE 


INSURANCE COMPANY 


F. 


Minneapolis, Minn. 





W. DALTON, President 


Write Home Office 
Some Choice Territory 











1905 


Insurance in Force 


1924 


Mutual Trust 
Life Insurance Company 


Total Admitted Assets 


Policy Reserves 


Dividends left on Deposit (drawing 5% 
Other Liabilities 


Surplus 


| Assigned 
| Unassigned 


(Dec. 


31, 1923). 
10,941,045.07 


9,439,248.00 
226,337.68 
192,804.53 


mterest). 








deebe $432,944.32 

(enn quate tidesessoeiiccenen 649,710.54 
1,082,654.86 
$10,941,045.07 


For attractive agency openings in our growing organization, address: 


Home Office—Chicago Temple Bldg., 77 W. Washington St., 


Chicago, Illinois 
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TEXAS 
AGENCIES OPEN 


RESOURCES 
Over One Million Dollars 


OUTSTANDING 
INSURANCE 


Over Twelve Million 
Dollars 


For Particulars Write 


he Western National Life 


Insurance Company 
Box 2131 
Denver, Colorado 


Note: During the 12 years we have been in business we 
have never contested a death claim nor have we ever lost 
a dollar on any investment. No past due interest 


December 31st, 1923. 


























INDIANA OHIC ILLINOIS IOWA MICHIGAN 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 








_H. A. HOPF AND COMPANY 
MANAGEMENT ENGINEERS 
| Specializing in Advisory Work for Insurance Companies 


Organization Equipment Standardization 
| Methods Personnel Modern Office Planning 


Main Office: 40 Rector St., New York 


Western Office: 327 S. La Salle St., Chicago 











—_——_—, 


book for experienced men, a book that every life insurance man should 
including Quiz Book supplement. The 
7 


A text book for beginnera, a review 
have—Jacob A. Jackson's ‘Easy Lessons in Life Insurance.’’ $1.50, 
National Underwriter, 1362 Insurance Exchange, Chicago 











_ i | 
Carrol Belden of the dry goods firm of | 


Thompson Belden Co, spoke of his im- 
pressions of life insurance as a business 
man. He said he looked upon insurance 


as he did upon banking and that he went | 


and bought life insurance over the 
counter when he wanted any. He had 
often wondered and tried to figure out 
why life insurance salesmen were of a 
higher class than almost any other line 
and was convinced that it was largely 
because of their rendering service to 
their community, which made them of a 
higher type than others. He said his 
principal criticism of the insurance busi- 
ness was their methods of advertising. 
It seemed to him that they were not 
consistent and continuous, but indulged 
in spasms of advertising and that, while 
in the mercantile business they tried to 
write their advertisements with a view 
to creating a demand, the copy of life 
insurance advertisements did not seem 
to him to appeal to the man who will 
buy insurance. He regarded the lack of 
consistent advertising as the weakest 
thing in insurance salesmanship and sug- 
gested that if one percent of the amount 
paid insurance salesmen in commissions 
were utilized in effective advertising, it 
would result in millions of insurance 
written and more than repay this ex- 
penditure. 

William Koch, vice-president and field 
supervisor of the Royal Union Life, ex- 


pressed a regret at not seeing present 
more of the younger men and students 
of life insurance salesmanship, urging 


keener interest in local associations and 


in the National Association, which he 
said was doing a great deal to make 
the business of life insurance a real 


suggested bringing the 
the association's meet- 
ings and pointed out the advantage of 
the investment in life insurance rather 
than in the wasteful expenditures of 
millions that had been invested in all 
sorts of questionable enterprises during 
the past years. 


profession. He 
policy holders to 


*x* * * 

Louisville, Ky.—William J. Graham, 
vice-president of the Equitable Life of 
New York, was the speaker before the 
April meeting of the Louisville Associa- 
tion on Wednesday of this week. 

* * ae 

Ind.— Fred Alexander, 
the La Fayette Life, ad- 
Fayette association at 

meeting. Mr. Alex- 
was “The Pioneers of 
Life Insurance,” and he delivered one of 
the most interesting talks yet heard by 
the association, covering the subject of 
life insurance from its inception on 
down to the present time 

The next meeting will be ladies’ night. 

* * s 
Duluth, Minn.—A committee of three 


La Fayette, 
comptroller of 
dressed the La 
its last regular 
ander’s subject 


has been appointed by the Duluth asso- 
ciation to study the merits of the 
agent's qualifications law. The com- 


mittee, which consists of C. H. Gidding'’s 
T. B. Sillman and Charles Oreckovsky, 
will report May 3. 

At the last meeting Mr. Giddings led 
the discussion of “Life Insurance as Ap- 


plied to Small Corporations and Partner- | 


ships.” George Wilson presided. 
x * * 

Eau Claire, Wis.—The regular 

meeting of the Chippewa Valley 


monthly 


associa- 


tion was held here with a large attend- 
ance. F. H. Schofield of La Crosse was 
the principal 


speaker. 

# * * 

Waco, Tex.—At last week's meeting 
of the Central Texas association EF. E. 
Kneedy of the Texas Life was elected 
president; Mrs. M. W. Myers of the 
Amicable Life, vice-president; J, L. Dav- 
idson of the Franklin Life secretary- 
treasurer. F. H. Ragsdale of the Frank- 
lin Life was elected executive commit- 
tee member of the National Association 
for the next three years A very enthu- 
Siastic meeting was held. 

* * > 

Nashville, Tenn,—Herbert N. Laflin, 
associate counsel of the Northwestern 
Mutual Life, will address the life un- 
derwriters of Tennessee at their big 
meeting at Nashville, May 16. The sub- 
ject of Mr. Laflin’s address is to be an- 
nounced later. 

* ok 
Cal.—The Fresno chapter of 
the Northern Association of California 
Life Underwriters has been reorganized 
and will hereafter be known as the Cen- 
tral California Life Underwriters Assn. 
It will report direct to the national body. 


At the first meeting A. E. Pearson, pres- 


Fresno, 


ident of the old organization, was elected 
to the same position 
body. 


in the reorganized 
J. Herman Weiss of the Travelers 





was elected vice-president and Frank W. 
Smith of the Reliance Life, secretary- 
treasurer. 

x * * 

Modesto, Cal.—A. V. Bayley, Jr., presi- 
dent of the Northern Association of Cal- 
ifornia Life Underwriters, has announced 
the organization of a chapter at Mo- 
desto. The new association started with 
25 members, most of whom formerly held 
non-resident membership in the San 
Francisco organization. 

x * * 

San Antonio, Tex.—The executive com- 
mittee of the Southwest Texas associa- 
tion will meet in a few days to fix a 
regular meeting date for the organiza- 
tion. It is expected the first regular 
meeting will be held the latter part of 
April when hundreds of insurance men 
will be here. The Southwest Texas as- 
sociation is unlike other associations in 
Texas, in that its membership is com- 
posed of underwriters within a radius of 
300 miles of San Antonio. Several of the 
members live at Corpus Christi, others 
reside at Rockport and Victoria. Still 
others reside in the Rio Grande Valley 
country. It is understood the associa- 
tion will meet monthly. Probably one 
of its biggest meetings of the year will 


be held at Corpus Christi, a gulf port 
and pleasure resort in the summer. 
zs * * 
Cleveland, O0.—Rev. John Thompson, 


pastor of the First Methodist Church of 
Chicago, addressed the April meeting of 
the Cleveland association on the sub- 
ject, “Life Insurance and Its Vital Re- 
lation to Social Welfare.” 

Dr. Thompson painted an eloquent pic- 
ture of the beautifying influence that 
insurance has in human life. The sales- 
man, he said, should not merely endeavor 
to sell enough life insurance to cover 
the bare necessities of living, but try to 
induce people to secure for themselves 
and their families some of the luxuries 
and pleasures that only money can give. 

Insurance men, according to Dr. 
Thompson, should consider themselves 
representatives in a great department of 


God's providence, men whose mission is 
to spread cheer and add comforts and 
beauty to life. 


Thirty-eight applications for member- 
ship were approved, representing twelve 
different companies, making more than 
100 new members received since the first 
of the year 

eS za 2 


Philadelphia, Pa.—President Frederick 
G. Woodworth of the Philadelphia asso- 
ciation will name the nominating com- 
mittee, which will present a slate to be 
voted upon at the annual meeting in 
May, at the regular monthly meeting to 
be held April 17. Plans for the national 
convention at Los Angeles and other im- 
portant business will be taken up. A 
total of 147 new membership applications 
will be acted upon at this week's 
meeting 


* * * 
Milwaukee, Wis.—The Milwaukee as- 
sociation at its April meeting had an at- 
tendance which exceeded the 100 mark, 


the second largest in its history 
Herbert N. Laflin, associate counsel 

the Northwestern Mutual Life, delivered 

a splendid address on “Life Insurance 


of 


and Its Effect on Civilization.” He dwelt 
upon the fact that the life companies 
are one of the strongest factors in the 
financial bulwark of the nation, and 
brought out the tremendous benefits de- 
rived by persons in all walks of life 
through the medium of life insurance. 

“Self-development’ was the subject of 
a discussion by Harvey Ingham, super- 
intendent of agents of the Bruce Whitney 
general agency of the Mutual Life of 
New York. He stressed the importance 
of each underwriter attaining the high- 
est possible standard of individual effi- 
ciency. Walter R. Neilson of the 
Equitable Life spoke on the “Value of 
Cultivating Your Policyholders.” giving 


illustrations taken from his personal ex- 
pe rience, 
*& x 

Detroit, Mich.—Taxes have a vital 
fect on insurance; insurance has a vital 
effect on taxes,” Raymond H. Berry, as- 
sistant secretary of the Detroit Trust 
Co., told the members of the Detroit as- 
sociation at their monthly gathering. 

“The most liquid asset a man can leave 
his estate is life insurance. As a trust 
company, we advise all our clients to 
carry an adequate amount. All inher- 
itance taxes must be paid within a 
year. All stock must be transferred 
within the same period, These transfers 
may have to be made in a number of 
states. Michigan Central R. R. stock, 
for instance, involves eight state taxes, 
one to each state in which the road 


ef- 
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does business. All this, of course, causes 
expense. 

‘Then again, the state requires an in- 
ventory, which may reveal the posses- 
sion of taxable bonds, a tax on which 
was not figured on. The tendency 
throughout the country is to reach out 
for taxes and new ways are being de- 
vised daily by state and federal govern- 
ments to increase their revenue. 

“A gift tax is now being considered 
by congress. A revision of the tax on 
securities set aside for the payment of 
premiums on life insurance has not been 
settled yet.” 


RESOLUTIONS ARE PRESENTED 


Committee From the Insurance Com- 
missioners Convention Gives 
Tribute to Harding’s Widow 


WASHINGTON, D. C., Apr. 12.—A 
committee from the Insurance Commis- 
sioners Convention formally presented 
the set of memorial resolutions adopted 
by the organization in tribute to the 
late President Warren G. Harding to} 
Mrs. Harding in her suite in the Wil- 
lard Hotel today. The committee was 
headed by Commissioner H. QO. Fish- 
back of Washington state, president of 
the organization, who made the address. 
Accompanying him were Commissioner 
Button of Virginia, H. D. Appleton and 


C. C. Fowler of the New York depart- | 
ment; former Commissioner A, I. Vorys | 
of Ohio, former Commissioner J. V. 


Barry of Michigan, President M. J. 
Williams of om Western & Southern | 
Life and H. Tyrrell, legislative con- 
sel of the hired Mutual Life. 

The resolutions were embossed and 
made up in book form with silver bind- 
ing. The book was enclosed in a hand- 
some box. The work was done by Tif- 
fany and cost about $600. 


Pushing Newspaper Contracts 

Officials of the Gem City Life of Day- 
ton, O., express themselves as being 
very well satisfied indeed with the new 
business account of that company which 
is due to newspaper subscriptions with 
life insurance annex plan. A contract 
recently made with the Atlanta “Con- 
stitution”, Atlanta, Ga., a paper with a 
circulation of over 100,000 daily, has al- 
ready been a very important addition in 
new business. The Gem City is now 
licensed in Ohio, Alabama, Georgia, 
District of Columbia, Nebraska, Minne- 
sota and will shortly apply for admis- 
sion to several other states. The cost 
of this newspaper subscription business 
is lower than regular agency business 
and it does not interfere in any way 
with the business written through 
agents appointed in the usual way. In- 
deed it is an important feeder of busi- 
ness to such agents. Agents in terri- 
tory covered also by newspaper sub- | 
scription arrangements are being con- 
stantly er with names, addresses | 
and dates of birth, together with other 
valuable information. Agents recognize 
the value of this information and are | 
continually making good use of it by 
pointing out to prospects already in- 
sured for a small amount, the need for 
larger amounts. 


Detroit Life’s March Business Good 

The official figures of life insurance 
produced by the Detroit Life in Mich- 
igan for March show a total of $2,127,- 
Vi This compares with $2,108,000 
written in March, 1923. It brings the 
total new business written in the first 
three months of 1924 up to $5,065,000. 

As is customary with the company, 
March was observ ed as Fishman month 
in honor of Morris Fishman, a director 
ind manager of the leading agency. | 
The Fishman Agency produced $769,500 
of new business in March. This is 100 
percent increase over the record of the 
igency last month, and it is the largest 
volume of business produced by any 
one agency of the Detroit Life in the 
history of the company in a single 
month, and, incidentally, as much as the 
entire business written by the company 
in March, 1919. 


LIFE 


CONCRETE EXAMPLES OF 
HOW BUSINESS IS SAVED | 


(CONTINUED FROM PAGE 13) 


The net cost per thousand, therefore, 
would be at the rate of $15.63 as against 
the $59.87 rate for the new non-partici- 
pating policy. Furthermore, the 10 pay- 
ment hie policy would be paid up in 
three more years and the convertible in 
ten years, whereas the non-participating 
premium would be payable for life. 

Not only were our own policies re- 
newed, but the insurance in the other 
companies was also continued. 

-~ * * 


12% “KNOCKERS” MADE 





“BOOSTERS” 


Items” 


successtul 


In a recent issue of “Agency 
comment was made on the 
efforts of the Sioux Falls 


restorations by 


agency in 
etiecting 
ence 
During a period of 60 days General 
Agent Douthit was able to restore 36 
policies for $98,000 of insurance by 
sending a personal letter to each ex- 
client especially adapted to his particu- 
lar cas¢ Of the total number of -—* 
cies restored, the premiums due on 1 
were remitted in full, 13 were pce Te 
and 10 policyholders took advantage of 
the loan privilege. It is interesting to 
note that less than one-third of these 
policyholders found it necessary to re-}| 
sort to loans in order to restore; in 
other words, if sincere efforts at con- 
servation are attempted, and the advan- | 
tages offered are adequately explained, | 
a much larger number of ex-clients 
(knockers) will resume 


correspond 





their original 
status of active clients (boosters). 
* * * 
13% RATED-UP POLICY 


A client of the 
paid three quarterly premiums on a 
rated-up policy for $5,000 and decided} 
to discontinue the insurance because he 
had been advised by representatives of| 
several other companies that they could] 
insurance for him at standard| 
insured was advised, how- 
ever, to call at the local office before | 
the expiration of the period of gracc.| 
Manager Moses was able not only to} 
convince him that the Society's position | 
egarding rated risks was 


entirely | 
sound, and based on scientific 


Little Rock von 


secure 
rates. The 


under- | 
writing, but he also pointed out that | 
the three quarterly premiums already| 
paid would offset the rating, and that} 
inasmuch as the policy had no cash | 
value, these premiums would be lost by| 
the insured, whereas, if it were con-| 
tinued until the end of the second year, | 
there would not only be the cash value} 
at that time, but the 1924 dividend as| 
well. 
The policy did not lapse. 
- * . 
14. USE OF “BOOK VALUES” 


That it pays to show in detail the] 
increase in book value from year to} 
year, when a client contemplates dis-| 
continuing his insurance, is well illus-| 
trated by the following case handled by 
the Knickerbocker agency: 

The policy was for $100,000, 
premiums payable quarterly; there was 
loan of $2,700; and the wife was the | 
beneficiary. An interview was arranged | 
with the client, at which it was stipu- 
lated that his wife should be present. | 
During the course of the interview, the| 
agent explained the low cost of the in- 
surance by deducting the increase in| 
book value each year from the premium. | 
He also showed that the loan could be} 
reduced each year by applying the divi- 
dends until it was extinguished, and | 
a further reduction in cost would result 
if premium payments were made an-| 
nually instead of quarterly. 


with | 





These figures were prepared in ad- 
vance of the interview—an important! 
point—so that the’ client’s time woul 1] 
be conserved as much as possible. W ith | 


the actual figures to support his state-| 
agent was able to 


ments, however, the 
save this large policy. 
ee 8 


15. POLICYHOLDER WHO MOVES 


A client of one agency moved to an- 
other agency, Birmingham, and when | 
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‘*I’m Not Quite Ready”’ 


You know what those words have cost in lost pro- 
tection for dependent loved ones. 


Prospects who were “not quite ready” are respon- 
sible for much of the suffering and hardship among 
widows and orphans. 


It is something like that with agents who intend to 
build a General Agency of their own some day, but 
who put off making the start. You know many 
reasons why your prospect should insure now. Can 
you think of a single one why you should delay 
your start toward a bigger future > 


We have good openings in OHIO, PENNSYL- 
VANIA, KENTUCKY, WEST VIRGINIA, ILLI- 
NOIS, INDIANA and MICHIGAN for men who 


are ready to go. 


Address in confidence 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 
Home Offices Cleveland, Ohio 

















Non-Cancellable 
Disability Insurance 


You can build a renewal income two and one-half 
times as rapidly as through|Life Insurance. 





Continental Casualty Company 


H. G. B. ALEXANDER, Pres. 
Address 


SERVICE DEPARTMENT 


910 South Michigan Avenue 
FOR FULL DETAILS 
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limited in 
insurance 


With 


Old 





Multiple Protection Policy which ‘‘pays 5 
to make an enviable record. 


Pacific Mutual Bldg. 


The Eyes of the World Are Centered on 


LOS ANGELES 


Beautiful! Delightful! Prosperous! 


It has been termed the “Magic City” by reason of its 
astounding and almost supernatural records of progress. 
{ growth is unprecedented and its future certain. 

of business is sharing alike in this field of opportunity. 
are humming’ 
terrupt the fy" 
new record is made in some line of endeavor. 


omg ihe 
very branc 
“Things 
the year ‘round. Weather conditions do not in- 


y's business. Hardly a month passes but that a 


There Is Profit in Progress 


| Come to Los Angeles to Live,—where opportunity is un- 


the life insurance field. Presperity and successful life 
underwriting go hand in hand. 


our co-operation in the field, you will find that the new 
ways” will enable you 


Last year we paid fer two millions per month of new business 
in eight counties. 


For information address 


JOHN NEWTON RUSSELL, Manager 
HOME OFFICE AGENCY 


56 Years P ACIF IC MUTUAL LIFE Assets over 


$81,000,000 
Los Angeles 


INSURANCE CO. 
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We 


for. 








J. 


P. O. Box 1077 


LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


TEXAS 
J.C. EVERETT, Manager 


Wilson Building Dallas, Texas 


ARKANSAS 
E. LEEPER, State Manager 


Little Rock, Arkansas 


Qu 


may have just what you are looking 
Why not get in touch with us? 




















his policy was allowed to lapse, Man- 
ager Sibley was requested to send a 
local representative to interview him. 
The lapse was entirely unintentional, so 
that no effort was required to restore 
the policy, but the service rendered en- 
abled the agent to convince the client 
that he needed further protection and 
an application for $5,000 additional in- 
surance was easily secured. 


* * * 


16. “MATURING” POLICIES 


A client of the Boston office was de- 
termined to surrender his ordinary life 
contract at the end of the deferred divi- 
dend period and brought the policy to 
the office to complete the transaction. 
One of our representatives had already 
pointed out the advantage of continuing 


Life Insurance in 


IFE insurance in Canada showed 
L good gains last year, with a total 

new business of $548,640,800 as 
compared with $502,279,333 for 1922. Of 
this amount Canadian companies wrote 
$347,244,855, United States companies 
$182,346,894 and British companies $19,- 
049,051. These totals do not include 
group business, which amounted to $17,- 
435,455 last year as compared with $11,- 
015,993 in 1922. The business in Can- 
ada only for all classes of companies 
last year was as follows: 


Canadian Companies 











New 
Business Business 
Issued (Net) in force 
$ 

Canada Life....O. 38,295,463 222,321,338 
Canada Life....G. 2,315,550 8,884,610 
Capital Life...... 1,413,750 8,410,935 
Commercial Life. 1,004,000 5,077,538 
Confederation ... 18,707,796 132,981,876 
Continental Life. 3,404,535 20,524,819 
Crown Life. . 9,749,494 38,828,101 
Dominion Life. : thy 523 61,463,959 
Eaton Life......0 7,664 3,306,154 
Eaton Life..... 7 -seechasce> .sneen eee 
Excelsior Life..O 7,535,661 50,229,328 
mmcemwtor Edfe..7.  ..cccese 21,106 
Gr. West Life..O. 48,272,860 325,817,156 
Gr. West Life. .G. 859,625 2,426,929 
Imperial Life.... 21,470,783 133,528,241 
London Life....O. 20,635,523 96,696,918 
London Life.....I. 19,201,194 54,653,842 
London Life....G. 131,450 337,550 
Manuf. Life....O. 26,514,534 162,421,665 
Pe. Dish saeeenae 97,900 
Monarch Life..... 5,189,450 33,512,238 
Mutual of Can.... 33,555,572 258,981,997 
National of Can.. 5,795,967 32,954,617 
No. Amer. Life... 14,857,546 103,603,714 
Northern Life.... 6,300,191 30,631,363 
Saskatch. Life.... 1,327,701 5,881,610 
Sauvegarde L..O 3,614,000 16,104,093 
Sauvegarde L...G. ........ 130,600 
Security Life..... 1,321,165 6,752,028 
Sovereign Life... 2,493,270 16,842,523 
Sun Life........O. 38,650,069 307,338,324 
Sun Life....... G. 6,938,433 21,674,453 
Travelers, Canada 4,364,275 17,324,937 
Western L. Assur 1,376,811 7,301,361 

Totals for 1923. 347,244,855 2,187,404,947 

Totals for 1922. 309,165,308 2,013,722,848 

British Companies 

Comml. Union.... 55,000 573,515 
*Edinburg Life...  .ccocces 14,923 
PUD EAD. ce 8 eseceses 4,565,224 
Life Assoc, Scot... .....s6. 156,814 
a & ¥ 1 Serer. 130,359 
London & Scot... 2,264,693 **19,400,000 
Mutual & Cit...O. 3,227,675 7,939,779 
Mutual & Cit... .I. 7,413,520 8,934,504 
No. Brit. & Merc.. 100,500 2,017,923 
*Norwich Un. Life ........ 75,382 
Phoenix, Eng.... 286,500 7,233,406 
Pn neGenncwneé 3,093,447 21,279,931 
*Scottish Amic... ..cccccs 22,113 
*Boettion Provid.. ...sec-; 15,050 
+Standard Life... 2,607,716 25,406,763 
[Hter ASGSUTENCO. cccccess 95,129 

Totals, 1923.... 19,049,051 97,860,815 





Totals, 1922.... 23,535,310 91,180 
*These companies have ceased trans- 
acting new business in Canada. 
**Pstimated. 
+Date of returns, Nov, 15, 1923. 


United States Companies 


Aetna Life..... oO. 6,231,183 46,212,055 
Aetna Life..... G. 337,650 14,778,075 
*Connecticut Mut. ........ 798,930 
Equitable Life.O. 78,486 31,197,646 
Equitable Life..G. ........ 2,988,350 
Guardian Life.... 22,343 208,070 
Metropolitan...O. 46,008,532 286,595,944 
Metropolitan....I. 37,930,257 218,682,835 
Metropolitan. ..G. 4,469,430 20,325,656 
Mut, Life, N. Y. 8,028,399 58, _ 194 
*National, U. S. a serena. 8,869 

New York Life... 15,617,621 134, 119, 665 


the insurance, but the client had made 
up his mind to surrender. 

The increase in book value each year 
and future annual dividends were gone 
over in detail again, with the result that 
the policyholder was thoroughly “sold” 
and the policy continued. 


COMMISSIONERS HOLD 
MEETING AT PINEHURST 


(CONTINUED FROM PAGE 1) 


premiums resulting from the applica- 
tion of the retaliatory tax laws. 

The annual meeting will be held at 
Seattle starting July 28. The commis- 
sioners adjourned Tuesday noon. Su- 
perintendent Stoddard of New York at 
the close paid a fine compliment to the 
hospitality of Commissioner Wade of 
North Carolina. 


Canada in 1923 





New 
Business Business 
| Issued (Net) in force 
3 $ 
*Northwtrn, Mut. ........ 40,913 
*Phoenix Mutual. ........ 74,953 
*Provident Sav... ..... . 649,388 
Prudential..... ©. 15,789,971 96,885,384 
Prudential......I. 30, 712/051 142,128,554 
Prudential..... G  ssectoes 47,000 
— fre rr 67,500 1,247,487 
| Travelers.......O. 13,857,154 68,590,894 
| Travelers. ......G. 2,383,317 14,077,469 
Union Mut. Life. 707,000 8,783,988 
Oy BeBe neciscses 106,000 674,187 





Totals for 1923. 182,346,894 1,148,071,506 











Totals for 1922. 169,578,715 1,063,874,968 

Totals in Can., 

All Co.’s, 1923. 548,640,800 3,433,337,268 
| Totals in Can., 

All Co.’s, 1922. 502,279,333 3,171,388,996 





Total Group Business in 

Canada only, all Co.'s: 
SEE asceeseos 17,435,455 
BED acscecese Baeuee 


85,768,592 
83,919,786 





*These companies have ceased trans- 
acting new business in Canada. 


Canadian companies operating out- 
| side of the Dominion wrote $128,784,792 
| in other countries, making the total 
business of Canadian companies for 1923 
$476,029,647. The total business of the 
Canadian companies which operate be- 


yond the confines of the Dominion is 
shown as follows: 
New 
Business Business 
Issued in force at 
(Net) end of yr. 
Canada Life .O.$61,188,208 $366,157,999 
Canada Life..... oe & 514,147 16,724,647 
Capital Life....... 1,413,750 8,410,935 
Commercial Life. 1 004,000 5,077.53 
Confederation .... 23,892,892 163,767,582 
Crown Life ....... 10,307,205 39,867,298 
Dominion Life..... 9,710,523 61,463,959 
Paton Life...... O. 1,967,664 3,306,154 
Eaton Life...... G. cecccees § _vevenses 


Excelsior Life.. .O. 
Excelsior Life.. .I. 


Great West Life.O. 56,611,134 347,771,312 
Imperial Life...... 23,612,195 145,557,499 
London Life.....O. 20,635,523 96,696,918 
Manufact. Life..O. 45,779,521 239,609,045 
Monarch Life..... 33,555,572 258,981,997 
Mutual of Canada. 33,691,072 260,570,411 
National of Can... 5,828,967 33,333,020 
North Amer. Life. 16,226,596 113,053,446 
Northern Life..... 6,300,191 30,631,363 
Saskatch, Life..... 1,327,701 5,881,610 
Sauvegarde L...O. 3,614,000 16,104,093 
Sauvegarde L...G. ........ 130,600 
Security Life...... 1,321,165 
Sovereign Life.... 2,493,270 1 
SS. BAP s cccvcesd O. 96,869,103 678, 
Sun Life ....... G. 7,657,819 2 
Travelers of Can.. 4,364,275 1 

Assur. 1,376,811 





Western L. 





Resignation Withdrawn 


BOSTON, MASS., Apr. 16.—Arthur 
E. Childs, president of the Columbian 
National Life, has sent a letter to the 
American Life Convention stating that 
his company withdraws “instructions to 


submit our resignation” and adds that 
the Columbian National will take no 
action as to withdrawing from the 


American Life Convention until the an- 
nual meeting of the organization is held 
in New Orleans next fall. It is the be- 


lief of American Life Convention lead- 
ers that The Columbian National's res- 
ignation will not be renewed in the fall. 
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7 way said pg ig mes —— | gained. They looked us up in the refer- 
low Russell of the Phoenix Mu-| ence books, saw that we had less than a i 
tual the other day, “we have found what | hundred million in force, compared that The Mutual Life Insurance Company of New York has a 
I believe to be the best household bud-| record and other things with eastern record of EIGHTY YEARS of prosperous and successful busi- 
get system yet devised. Realizing the| companies and chose to get their sup- ness. It has passed through panics, pestilence and wars un- 
—— ioe A sy poe an = plies from the effete east. But things harmed, and to-day, as a result of eight decades of endeavor, 
, % caliente of ome pong nr vad different these days. If you will offers financial strength, reputation, magnitude, leadership, and 
lished, I have almost despaired of ever we over these — dated letters life insurance service. 
. 7 cating a possible interest in a con- 
setting anything that would be practi- | ™@!catn ; . .-. ee 
af efficient and adapted to all around tract with this company you will note Those considering life Insurance as 
use. But it was found and bought by that many are on the letter heads of a profession are invited to apply to 
us and is now on the press. It will fit | eastern institutions. 
in our plans splendidly. 7 -_ * be Attitude Has Changed : . 
zood, for I feel that as our budgetplans| . ' T M ual Lif In uran Compan 
we “de veloped they will be found "high What is the reason tor this? I hardly e u e s ce y 
among the outstanding features of know, but my guess is that the increased of New York 
Phoenix Mutual service and one of the os Ps such companies as my 
best things in the long and splendid rec- | Own, the advantages we have to offer 
ord of my company. which are, at least, on a par with those ! 34 Nassau Street, New York 
of the other companies referred to, to- 


Big Order Is Placed 


“It may interest you to learn that a 
concern having almost the largest num- 
ber of salesmen in this country has been 
so completely sold on the advantages of 
our system that it has placed an order 
with us for 5,000 of these budgets. These 
books are to be used by its salesmen for 
their own family budgeting, A still more 
interesting thing is that this manufac- 
turing concern is going to ask the sales- 
men to pay for the book and expects to 
so portray the advantages of budgeting 
expenses to their men that they will be 
glad to do this. They pay us the full 
cost price of the books and will accept 
them with ten pages of Phoenix Mutual 
advertising in them. The vice-president 
of the company when giving us the order 
said that he wished that every one of 
his salesmen was a policyholder in this 
company. That’s going some, isn’t it? 
Well, this is only one of the ways that I 
expect this budget system of ours is to 
fit into the scheme of any home that is 
being administered on orderly plans. 


Need for Household Budget 


“To show you however what need 
probably exists for some form of house- 
hold budget that is practical and can be 
used without any great trouble, I was 
present some weeks ago at a meeting 
of about 40 sales executives. This was a 
meeting of men representing some of 
the largest selling interests in the coun- 
try and with large and high grade sales 
forces under their control. The talk 
turned on the question of household bud- 
gets somehow or other, perhaps I may 
have said something that made it take 
that direction, I am not sure, and I 
asked how many of the 40 or so present 
used a household budget in their own 
homes. Precisely four hands went up. 
Now here was a crowd of very efficient, 
high salaried officials, every one at this 
meeting for the purpose of gaining facts 
and information which might enable him 
to better conduct his business, and all, 
tacitly at least, conceding the necessity 
of salesmen conducting their home ex- 
pense account in an orderly and thought- 
fully planned way and only 10 percent 
of them were doing this in their own 
homes. 

Provision for Life Insurance 


Does it not seem probable that life 
insurance men, trained as Phoenix Mu- 
tual men are, will be able to make tell- 
ing arguments for the use of budgets 
which will include, of course, a provi- 
sion for life insurance deposits at regu- 
lar intervals? And that they will, in 
addition to the business which such 
methods will bring them, also render a 
real service to all that they are brought 
into contact with? I think there is only 
one answer to these questions.” 


* * * 


HERE are signs,” said the agency 

official of a mid-western company 
last week, “that agents in the field are 
beginning to look differently on compa- 
nies like my own. To illustrate let me 
say that in the past it has been hard 
for us to attract to our service the same 
class of agency representatives that the 
older and stronger Eastern companies 
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50.97% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1923 was upon applications of 
members previously insured in the Company. 
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THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 
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W. D. Van Dyke, President 
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Just Opened by 


ROCKFORD LIFE 


For direct contract with Company, write to 


FRANCIS L. BROWN, Secretary and Manager 
ROCKFORD, ILLINOIS 
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gether with the somewhat more liberal 
contract we have to offer, present con- 
siderations that impel such inquiries. Un- 
derstand me about this, we are not buy- 
ing these men on a higher commission 


basis, for the difference between our 
contracts is not great, but we are pre- 
senting in connection with these con- 


tracts advantages which eastern compa- 
nies seem to overlook. 


Service That Tells 


“Quick delivery of policy contracts 
for one thing; reinsurance facilities 
which enable us to write any line de- 
sired; closer contact with home office 
men, a family spirit, if you choose to 
call it that, which a man connected with 
the mammoth companies only gets in 
part. I think the day has passed when 
bigness counts above everything else 
and that service is beginning to be rated 
at its real value. Service to policyhold- 
ers has long been a proper slogan for 
life companies of the best class but 
service to agents has been in the back- 
ground up to a short time ago. It is 
quite different now. 

“The principle of the thing I am talk- 
ing about is brought out in the story 
told at a meeting of our agents the other 
day when one of the men, a new agent, 
asked how to overcome the prospect’s 
objection that eastern companies were 





larger. He was told to talk something 
like this: 

“*There are a half dozen banks in 
this town. The First National is the 
largest and has the greatest amount oi 
deposits. The Second National rates 
next in this respect and yet the other 
four have very fine deposits even . 
comparison with these others. Now 
bigness is what counts, then the First 
and Second National would have all the 
business in town. The others, however, 
seem to be thriving and to have the es- 
teem and confidence of their depositors. 
Why? Because the depositors in those 
banks know the officers, get a personal 
service from them, have a regard and es- 
teem for them which dictates doing busi- 
ness with those institutions. My company 
is in precisely this position. It is undeni- 
ably solvent, able to carry out its obliga- 
tions, gives service to its policyholders, 
tries to have its representatives men of 
standing, business reputation and ability 
and it expects, and claims, that bigness is 
not everything and that these things 
count.’ 

“Which to my notion is the way in 
which the smaller companies are rapidly 
getting out of the ‘smaller’ class and are 
coming into their own these days.” 

$ @ 
GENERAL agent said the other 
day that the big problem confront- 
ing him in connection with his work is 





to keep his men going. He said that it 
is universal that life insurance sales- 
men as a class waste a lot of time. He 
made the rather astounding statement 
that he did not believe that men with 
the rate book average three hours a day 
in substantial, steady soliciting work. 
Therefore how to keep men out actually 
at work is a question. 


He has recently | 


tried the report system for a month to} 


see how it will work. He has his men 
gathered together every morning and 
go over the cards. He wants to see 


how well the men have worked the day | 


before. 
“It is surprising,” said he, 
difference it makes in production when 


“what a| 


men do put in a full, honest day’s work. | 
Since I have started the report system | 


and have had the men follow it as an 
experiment, they are putting in more 
hours, are working more consistently 
and, as a result, are producing more 
business. The report card is an alibi 
killer. It tells a tale. 
his time or employing his time else- 
where the card will show it. Life insur- 


If one is wasting | 


ance salesmen use too many excuses to | 


lay off or spend time in the office.” 


TahlImon TI. Brubaker, of the Penn Mu- 
tual actuarial department, was presented 
with a fine black leather suitcase last 
Thursday at the annual bowling banquet 
of the Philadelphia Financial Leagues, of 
which he is president. 
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©. c. L. BUILDING 


Premium plan. 


district. 





at 166 W. Jackson Blvd. running throug 
Wells Street, right in the heart of Chicago’s Financial 


Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 2 to 60. 
Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent 
ability features for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. 
work for nothing. 


THE OLD COLONY LIFE 
INSURANCE COMPANY 


of CHICAGO, ILL. 
The Company has its Home Office in its own building 
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| President J. R. Duffin 
Gives Interesting Facts 
On Inter-Southern Life 


Pras issued JAMES R. DUFFIN 





has issued his report covering the 
annual statement of the Inter- 
Southern Life of Louisville, showing 
that the company is now within easy 
reach of $100,000,000 insurance in force, 
the figure now being $88,502,569, 
President Duffin brings out some in- 
teresting facts in his very interesting ob- 
servations. The Inter-Southern writes 
only ordinary insurance without any 
industrial, sick and accident, group or 
assessment insurance involved. It 
writes insurance only on white risks. 
It has never conducted any extraneous 
campaigns or reinsured any fraternal 
business. It did not start as an assess- 
ment company. The Inter-Southern, he 
points out, has had a consistent record 


a 





JAMES R. DUFFIN 
President Inter-Southern Life 


Under the Kentucky law a 
domestic company must keep on deposit 
with the state its full reserve. Its de- 
posit is now over $9,000,000. 

No Loss on Loans 

President Duffin says that the com- 
pany has never made a loss on any 
loan. It has accumulated over $10,- 
000,000 assets and handles a turnover 
of probably $50,000,000 without any loss. 

Another point he brings out is that 
in its 14 years, there has not been a 
negative vote cast at any stockholders’ 
or directors’ meeting. The entire or- 
ganization, he says, is today undertak- 
ing to make a rather perfect score in 
corporation management. The com- 
pany owns its own home office building 
which brings in a gross revenue of 
something like $750,000. It is a very 
sound investment, 

Keep Insurance in Force 

In speaking of “twisting” President 
Duffin says that his company and its 
agents desire policyholders to keep all 
their insurance in force in the Inter- 
Southern or any other legal reserve 
company in which they are insured. He 
asserts that no policyholder has lost his 
insurance in any legal reserve company 
in which he has been insured. 

Speaking further President Duffin said 
that the company has never lost a gen- 
eral agent by voluntary resignation. The 
general agents of the Inter-Southern, 
he said, have no desire to change to 
some other company and the Inter- 
Southern has no desire to employ the 
general agents of any other company. 
Each agency he says is an institution 
in itself, capable of ownership like any 
other independent business. 

The Inter-Southern is extending its 
investment service to its policyholders, 
offering to furnish 6 percent first mort- 
gage real estate bonds, time certificates 
of deposit on some of the strongest 
banks in the country. 
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MODERN BUSINESS GETTING METHODS | 


and vigorous through all the years is the 
secret of continuous good work. The 
agent’s enthusiasm must be deep-seated 
and sincere. “You can not hope to sell 
life insurance successfully without im- 
parting some of your own enthusiasm to 
the prospect,” the speaker asserted. 
“You must convince the prospect that 
you believe in your proposition if you 
want him to believe in it.” 


Making Sales Through 
Spheres of Influence 


“Influence moves in_ circles,” Mr, 
Beers stated, Illustrating his point, he 
said that he once got into such a circle 
or sphere of influence in a city in the 
southern part of New York State. He 
sold a fair-sized policy to a member of 
a certain large firm. This client intro- 
duced him to others in his organization 
who eventually bought. He sent him to 
a friend in New York City, whom Mr. 
Beers sold and the friend in New York 
led him on to another man in Baltimore, 
who also bought. Within a few weeks 
Mr. Beers had sold $750,000 within this 
particular sphere of influence. In an- 











Receptivity Big Factor in Increasing 
Agent's Production, Say’s W. H. Beers of 
Rochester, N. Y., a Million-a-Year Man 


ECEPTIVITY, according to W. H.! other sources. The method of presen- 

Beers, a million dollar producer of tation that would do for the big case 
the Mutual Benefit, connected with the today would be the wrong method to- 
Johnston & Monser office in Rochester, morrow, depending upon changing con- 
N. Y., is one of the important factors ditions of business and social life. Mr. 
that helps an agent increase his produc- Beers says he frequently changes his en- 
tion. Mr. Beers talked on “Increasing tire plan of presentation, adapting it to 
Your Production” at a recent meeting new business factors as they become ap- 
of the Buffalo Life Underwriters. What parent in the constantly shifting pano- 
he had to say holds interest for agents rama of American daily life. 


everywhere, for Mr. Beers has sold Knowledge, Work and 


more than $1,000,000 a year consistently : : 
for several years and he is frank to say Enthusiasm Essential 


that his own receptivity to the ideas of Knowledge, work and enthusiasm are 
others has had a great deal to do with three other important factors in selling 
his success in producing business. Mr. that go hand in hand, the speaker said. 
Beers began in the insurance business as Knowledge is knowing your business 
a part time man when he was working and knowing all of the things that will 
in a bank at Lockport, N. Y. He stead- | help a man sell life insurance. The suc- : ah ~~ 
ily worked up through the ranks, in- cessful agent must know something of 














creasing his sales year after year until law, medicine and psychology. Mr. W. H. BEERS other case he sold the president of a 
he reached the million dollar class and Beers emphasized that it is highly im- | Mutual Benefit, Rochester, N.Y. plant, later the vice-president, secre- 
he has held steadily to that honor ever portant for each of us to have a definite | i : tary, sales manager, advertising manager 
since. program of self-instruction. “I spent | he should put to his job of selling life] and several other men within that cir- 
, an hour a day for 15 years learning | ™5Urance, cle, doing a total business of more than 
Life Is Matter of things that would help me sell more life $600,000, with c ly little effort 
Continual Change ae igs that a _ ro ele yer ool ved | Must Get Just Right 600,000, with comparatively little effort. 
Lif F Sena : imsurance, he decitarec even studied | Degree of Enthusiasm Find New Methods of 
wife being a matter of continual} Egyptian history in order to gain a bet- | Sell aN P cts 
change, the agent who is not receptive | ter idea of the beginnings of civiliza- Enthusiasm is essential. Mr. Beers comg an ow sreEype 
to new ideas, new knowledge, new] tion, which in turn has helped me gain | pointed out that the salesman should The successful agent must be alive 
methods of approaching his subject has| a clearer conception of the psychology | attain just the proper degree of enthu-| to his opportunities—he must be con- 
little chance of working himself into the | of the business man of today.” | siasm for his work. Some get over-en-| tinually figuring out new methods of 
star class, Mr. Beers pointed out. The Work—continual effective work—is! thusiastic—they go so far in that direc-| selling and new prospects, or old cus- 
insurance salesman must keep himself| much more important than just plug-| tion that the heat of their enthusiasm | tomers who should have more insurance 
constantly posted. Ideas and informa-| ging along. The agent must guard | eventually burns itself out. Others never | for certain reasons. There are any num- 





tion come from other agents, from cus-| against the things that steal from his | arouse in themselves a proper amount of | ber of men, he said, carrying $10,000 to 
tomers, from the insurance papers and | productive day—he must watch against | enthusiasm. Getting just the right de-| $15,000 who should have $100,000 or 
books upon insurance and from various ! fri ttering away the priceless time that! gree of enthusiasm and keeping it alive! more. But they will not be able to see 
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| New Low Rates 
| Full Commission to Age 66, Inclusive 
| Non-Forfeitable Renewals 


| Other Attractive Inducements Make it Worth While 
to Consult 


| W. W. TATE, General Agent 


208 South La Salle Street 
CHICAGO 
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MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presivent W.S. BEARDEN. Secr-Treas. 


THE NATIONAL LIFE & ACCIDENT INSURANCE @¥ 


HOME OFFICE: NATIONAL BUILDING 
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We write a complete line of poli- 
cies—age one to sixty-five. We 
have all the modern features of 
life insurance. 


General Agency Openings In 


MICHIGAN: Dowagiac, Hillsdale, Adrian, Jack- 
son, Ann Arbor, Pontiac, Traverse 
City, Bay City. 

OKLAHOMA: 


Oklahoma City, Enid, Ardmore, 


McAlester, Okmulgee, Guthrie, 
Bartlesville. 

OHIO: Dayton, Cincinnati, Toledo, Cleveland, 
Sandusky. 

INDIANA: Indianapolis, Terre Haute. 

ILLINOIS: Springfield, Bloomington, Peoria, 
Decatur, Jacksonville, Joliet, 
Rockford, Waukegan. 


MISSOURI: St. Louis, Springfield, Joplin, Mo- 


berly, Jefferson City. 


IOWA: Des Moines, Council Bluffs, Sioux City, 


Davenport, Burlington. 


Farmers National Life Insurance 


Company of America 
A. O. Hughes, Vice-President in Charge of Agencies 
3401 South Michigan Avenue Chicago 














read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
“Easy Lessons in Life Insurance."’ a text and review book with quiz supplement. 1.56 The 
National Underwriter Company, 1362 Insurance Exchange. Chicago 


“Easy to 
buyer of 











the point until someoné has pointed it 
out to them. The insurance salesman 
who gives the greatest service is the one 
who will get the business and what 
greater service can an insurance agent 
give his friends and acquaintances than 
to help them improve their future pro- 
gram? 


More Interest in Service 
Than Immediate Sale 


“I am more interested in giving serv- 

ice than in the immediate sale,” Mr. 
Beers claimed. “At least, theoretically 
Iam. It may be that I sometimes lose 
sight of this important fact, but gener- 
ally speaking I try to keep it upper- 
most in my mind for I know that it is 
the best way to sell life insurance. Fully 
75 per cent of my business comes from 
my old customers and part of the rest 
irom friends of theirs to whom they re- 
fer me, which means that I must give 
fairly good service or these men would 
not have that amount of interest in my 
work.” 
Mr. Beers pointed out how sieeal 
agents fail to do sufficient thinking | 
about their prospects. He mentioned a| 
case where he called on a man who a 
few weeks before had bought $5,000 of | 
another agent. That man was making] 
$40,000 a year and he should have car- 
ried more. The other agent simply over- 
looked this fact. Mr. Beers sold him| ¥ 
an amount of insurance sufficient to his} - 
needs. 


Think in Terms of 
Plenty, Beers’ Advice 


“We will sell more insurance if we | 
learn to think in terms of plenty. It| 
is difficult for us to think in terms of 
plenty for most of us are hard up all | 
the time, but the insurance agent can} 
acquire this viewpoint if he will. He| 
must be able to correctly visualize the 
insurance needs of the big man who is 
making big money and sel] him all the 
insurance he should have. If you can| 
sell a man $5,000 a year, the chances 
are you can also sell him $10,000—it is 
largely a matter of your own viewpoint. 
Put yourself in the other fellow’s place 
and plan. his future. The best thing you 
can do is get your prospect to forget 
the present and think of the future. 

Mr. Beers then spoke of the need of 
making careful preparation for a case. 
He said that one man in his office had 
an efficiency of one sale out of 23 inter- 
views a few years ago. “We systema- 
tized his work, taught him how to think 
out his cases correctly and today he has 
an efficiency of one sale out of three,” 
he said. “In our office we have an es-| 
tablished efficiency for the entire force 
of one sale to each four interviews.’ 


To Have Annual Agency Rally 


The annual convention of Union Cen- 
tral Life agents will be held in Cincin- 
nati for three days beginning April 238. | 
Charles Knight, general agent in New 
York City, is chairman of the program 
committee and expects to have the com- 
plete program of the convention ready 
for announcement next week. The| 
meeting will be conducted entirely by 
Union Central officials and agents with 
exception of one address by W. B. Bur-| 
rus of Kansas City. Probably 500) 
agents of the company will come to the 
convention qualifying under a special | 
territorial and production quota an-| 
nounced by the company. First Vice- | 
President George L. Williams will make | 
arrangements for the business sessions | 
which will be held in the Union Central | 
building, while Fourth Vice-President | 
John M. Pattison has been assigned to 
arrange for entertainment. Both the 
Hotels Sinton and Gibson will be used | 
by the visiting agents. 











The Provident Mutual agents of south- | 
ern Ohio met with General Agent S. P. 
Ellis at Cincinnati for a conference | 
Wednesday. This was the regular quar- 
terly conference of the agents of south- 
ern Ohio for discussion of sales plans | 
and business methods. 





Success is a jealous taskmistress and | 
will not countenance trifling diversions. 
Keeping everlastingly at it is the only 
sure road to her favor. 


Methods Pursued by 
Mrs. Lena Lake Forest 


in Sale of Insurance 


RS. Lena Lake Forest of the De- 
troit agency of the Massachusetts 
Mutual Life is one of the leading women 
producers of that company atid paid for 


about $500,000 in 1923. a 
about her working methods said 
“I do not attempt to write men. I do 


not solicit married women as they are 
not written by my company. I do not 
solicit younger women. I confine my- 
self to women of maturer years who are 
earning incomes which justify a propo- 
sition of real importance to themselves, 
as well as to me, and I attribute any 
success I may have had to this fact. I 
work with school principals, teachers in 
colleges, hospital superintendents and 
business women generally who are suc- 
cessful. 
Where Men Err in Judgment 
“Having been 23 years in this work 
and identified with women’s organiza- 
tions always and being honorary presi- 
dent of the National Federation of Busi- 
ness and Professional Women’s Clubs, I 
am beginning to believe that I know how 
to approach and handle women which, in 
my opinion is where mere men fall down. 
Men do not, I think, generally credit 
women with either much business ability 
or ‘horse sense’ and that is where they 
make a grievous mistake. Women have 
demonstrated these days that they are 
fit for high places in the business world 
and more and more of them are assum- 
| ing such positions. I always advocate 
monthly income insurance with them, 
the only kind I care to suggest, and 
write almost exclusively 20 payment life 
| and deferred annuity policies. 
Satisfaction in Service 

“I was visited the other day by a lady 
that I merely recalled having met 
before and she proved to be one of my 
applicants of 20 years ago. She had 
just been advised that there was $3800 
to her credit with my company and said 
she had come in to see me about it. 
I then remembered the statement she 
had made when the policy was applied 
for that if she lived to get the principal 
sum she would go to Europe and ‘spend 
every cent of it... My caller remembered 
this too when I spoke of it and when 
I asked her if that was what she was 
going to do now, she said ‘Not much, I 
have come in to ask you how this may 
be left with the company or reinvested 
in another policy to the best advantage.’ 
Which of course was the nicest sort of 
evidence of her satisfaction with my 
service.” 
Higher Standards Created 

Forest speaks very modestly of 
her connection with the National Feder- 
ation work but in reality she has de- 
voted much time and effort to a cause 
which she has ably aided in establishing 
the creation of higher standards for 
business women. Her direction and 
advice has guided this movement 
through many difficulties into a safe 
harbor. This was recognized very 
gracefully at the meeting of the organi- 
zation spoken of held last year when a 
| “strong and united feeling of gratitude 
for the work she has done” was ex- 
pressed as “a gratitude that will develop 
more and more as the vears pass by, in 
the carrying out of the example she has 
set for us in private life and public 
duty.” 

Mrs. 


Mrs. 


Forest will be. with President 
Haley Fiske of the Metropolitan Life, 
a guest of honor at the forthcoming 
“All Star Convention” of the “Insurance 
Salesmen” of Indianapolis. 


TRAINING agents is not the easiest 
| thing in the world, as any agency man- 
ager knows, but suppose it is a class of 
75, that has to be taught the rudiments. 
month after month and year after year! 


MEETING opposition in your canvass is 
to be expected, for what kind of sales- 
man ever succeeded in selling his goods, 
who was not a fighter in disguise? 




















STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE $3 CONSERVATIVE 


The Growth of Oak The Solidity of Granite 


On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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CENTRAL STATES LIFE 
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Our Policyholders Are 
Prospects 
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Midland Mutual policyholders soon learn that 
“Its Performances [Exceed Its Vromises” and are 


therefore the best prospects for additional insurances 





We have set aside the second quarter—April, 
May and June—during which period our represen 
tatives will offer special service and sell additional 


protection. A 2714% mortality in 1923 indicates a 








healthy group of prospects. A high degree of pet 
sistency indicates that they have money and faith 
in the Midland Mutual. Free Health Examinations 
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keep them standard risks or better. 


Unusual general agency opportunities in Indi 


Standard and Sub-Standard Risks ana, Michigan, Pennsylvania and West Virginia 
Prompt Service | 
| The Midland 
| 7 Mutual Life 
« Insurance Co. 


“‘Its Performances Exceed 
Its Promises”’ 








Excellent territory for General Agencies 
open in Illinois, Minnesota, South 
Dakota, Kansas, Missouri, Wyoming and 
California $3 $2 $3 33 
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A Book Long Needed in 
The Life Insurance Field Now 
To Be Published 


A DICTIONARY OF LIFE INSURANCE TERMS 


FOR NEW AGENTS FOR OLD AGENTS 
FOR STUDENTS OF LIFE INSURANCE FOR OFFICE EMPLOYES 
FOR COMPANY OFFICIALS FOR ACTUARIES 
FOR POLICYHOLDERS 


THE DICTIONARY-ENCYCLOPAEDIA 
OF LIFE INSURANCE 


By J. A. Jackson 
A Dictionary of Terms—An Encyclopaedia of Life Insurance 








Around the subject of life insurance, over a long period of years, has grown up a vocabulary almost as 
peculiar and distinct as that surrounding the practice of medicine, confusing the layman and “stumping” even the 
agent and actuary to explain, if not to understand. 

Hundreds and thousands of words and terms are “Greek” even to many in the business. How often are 
you confronted with such apparently simple questions as ““What is the reserve?” “What do you mean by cash value?” 
“What are ‘premiums,’ ‘refunds,’ ‘dividends’? “What are ‘options’?” “Accelerated endowments”? ‘Gross,’ 
‘Book,’ ‘Office,’ ‘Net,’ ‘Level,’ ‘Single,’ ‘Premiums?” “What does ‘Loading,’ ‘Selection Against the Company,’ ‘In- 
surable Interest’ and a host of other expressions that have grown up about the policy contract and life insurance practice 
mean, an understanding of and the ability to define which are essential to the life insurance man? 

The plan of the work is “unique.” The words or phrases to be defined do not appear alphabetically in the 
body of the book, as in an ordinary dictionary, but by number, related terms being grouped together insofar as that is 
practicable. To find the definition of any term or phrase, consult the alphabetical index for the number of the word 
or term to be defined. ‘Turning then to the body of the work, the number will be more quickly perceived and identi- 
fied among the many terms discussed than would the word itself in the ordinary way. 

The special advantage of this plan is found in the fact that related terms thus grouped define each other in a 
measure, often giving the inquirer a more comprehensive view of the meaning of any single term than would be prac- 
ticable where related terms are far apart in the body of the work as they often of necessity are, when arranged alpha- 
betically. Everyone will realize that, in studying the meaning of a word or term, it is often desirable to compare 
synonymous terms or expressions, though to do so one must search again in the body of the book for the synonym or 
related term if indeed he realizes what particular term or expression he needs to find. 

By reason of the topical arrangement of this book, we have not merely a dictionary, but a TEXT- 
BOOK OF LIFE INSURANCE, with the further advantage that, opening the volume anywhere, one may 
read right along as a continued story or discourse, what follows at any stage being intimately related to 
what precedes. 

The value of such a book lies naturally in its accuracy 7 
a. - . NATIONAL UNDERWRITER COMPANY, 
The fact is that the definition or popular explanation Cinci ie ee . | 

ot anything technical is very difficult. Mr. Jackson has incinnati, Chicago, New York. | 
ae ——- o Te cme gaye material Please send as soon as issued one copy of Jack- | 
! 11S 100 , 10ping that it wi ecome his monument son’s DICTIONARY-ENCYCLOPAEDIA OF | 
and that it will be accepted as one of the standard life im- TIFE INSURANCE.” for which I agree to pay | 
surance works. His long experience as a writer and in- $2.50 on delivery _ 
structor equip him not only with the knowledge of life in- pre tie | 
surance phraseology and terms, but the ability to explain | 
them simply and clearly. The definitions have been gone ili | 
over by several of the well known New York actuaries *‘*™* | 
and Mr. Jackson guarantees that they are to be relied ; 
ae Company 
You will need this fine addition to life insurance te | 
literature in your office. | 
We should be greatly pleased to receive yourreserva- Address : 

| 

! 


tion for a copy on the blank below. 
A book you will have to buy BUT ONCE and it will be a 


THE NATIONAL UNDERWRITER CO. permanent part of your equipment 





